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Thé Guy With A Gadget 


FEW weeks ago, while waiting, briefcase in 
hand, for a bus, we were joined by a loquacious 
individual, also with a brief. 

“Who do “you see over there?” he asked, indi- 
catiggpa: nearby factory. Highly flattered at being 
taken fér 4 salesman, we decided to lead him on, 
and*aid: | 

“Why, the purchasing agent, of course.” 

“Not me. I never bother with him. Always go 
straight to the top man, the big shot—get quick 
action that way. 

“That so—What’s your line?” 

He pulled out a cheap leather key case, imprinted 
with the name of some outfit down in Cuba. 

“Ts that all you sell?” 

“Oh, no,” and he dug in his case for a couple 
of other gadgets. 

“Have a big territory?” 

“Everything east of the Mississippi. Work out 
of New York.” 

“How often do you get around?” 

“Maybe I’ll get around here again in two years, 
maybe never. I’m my own firm, so I go where I 
want to.” 

“Got any salesmen out?” 

“No. Tried out a couple of men, but they 
couldn’t sell my line. Weren’t tough enough with 
their prospects. It’s a swell line, but you’ve got to 
put on the pressure. Well, here’s where I leave 
you—got to keep a date with three blondes!”’ 

What a man! He was one of those guys you 
couldn’t insult, who would either browbeat the 
prospect into signing up, or stick until he got 
kicked out. No wonder he never made a call back 
inside of two years. 
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How long would this bird last if he should ever 
land on the payroll of an electrical wholesaler? 
Our guess would be until he had made just one 
call. His is the “once-over” type, that makes its 
killing the first time around and then is all washed 
up. 

His is the creed of the typical peddler: ‘“Any- 
thing to get an order.” How different from that 
of the wholesaler’s salesman, whose constant aim is 
to be of real service, for he knows that sales depend 
upon the quality of the service rendered by both 
himself and his house. 

All of us in the e‘ectrical industry are prone to 
take the wholesaler’s salesman as a matter of course. 
We fail to appreciate what a “swell guy” he is. We 
forget that his fund of knowledge has required 
years to build up, that he never has and never will 
graduate from the school of experience—for he is 
constantly striving to learn more about the prod- 
ucts which he sells, and their uses. 


ND we overlook, oftentimes, the cheerfulness 
with which he goes out of his way to help his 
customers. He seldom mentions the time he puts in 
after hours, because he believes that service comes 
first. And service, to him, is just another name 
for usefulness. 

Then along comes a Guy with a Gadget, to re- 
mind us that, while high pressure selling begets 
peddlers, low pressure selling—geared to the cus- 
tomer’s needs—builds salesmen that are salesmen. 

Because he employs this type of salesman, the 
electrical wholesaler has become firmly entrenched 
as the dominant factor in the distribution of elec- 
trical products. 
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New Residential Switches 


Small but dependable all-Bakelite switches to fit 
the modest budget of your largest market. Priced 
to encourage adequate wiring— plenty of switches 
for convenience—in small residences. Use them 


freely in 3-way combinations to light up rooms 
before entering. 


Bakelite enclosed bases; dust- proof mechanisms. 
Handily top-wired; connections easily made from 
front. Equipped with IVORYLITE handles #f speci- 
fied by adding “I” to the Catalog Number: — 1301 
S.P., 1303 3-way. Request on your letterhead brings 
sample for test. 


OLD THROUGH YOUR HART & HEGEMAN DIVISION LECTRICAL WHOLESALER 


THE ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD, eran 
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fohn H. Frederich 


TO EDIT 


Hlectrical Wholesaling 


EADERS Of ELECTRICAL WHOLESALING will 

be interested to learn that John H. Freder- 

ick is now Managing Editor of this paper. He 

succeeds E. T. Rowland, who has resigned to 

launch a publishing venture in the Chicago 
area. 

Mr. Frederick is well known to this audience. 
For five years he has been a consultant to the 
editorial staff. His writings have appeared in 
these pages, discussing various aspects of dis- 
tribution. He has long been a student of the 
wholesaling of electrical products. 

Graduating from Wharton School of Fin- 
ance and Commerce at the University of Penn- 
sylvania, just before we went into the World 
War, Frederick served two years in the United 
States Army and then spent five years in sales 
work. In 1924, he joined the Wharton faculty 
and has since been giving courses in different 
phases of marketing. Meanwhile, in addition 
to his contributions to ELECTRICAL W HOLESAL- 
ING, he has written many articles on market- 
ing and sales management for other publica- 
tions, and is the author of three books in this 
field. 

He has been retained by various trade asso- 
ciations and manufacturers as a consultant on 
marketing problems and in 1936-37 served as 
an expert on marketing with the United States 
Bureau of the Census. He was in charge of 
that section of the 1935 Census of Business, 
covering manufacturing methods and channels. 

Therefore, in addition to a broad background 
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knowledge of marketing and distribution, Mr. 
Frederick brings to his new work, personal 
experience in selling and an unusually wide con- 
tact with wholesalers, their problems, methods 
and experience. We feel that he can make a 
valuable contribution to the electrical whole- 
saling industry, at this time when changes are 
so rapid and so perplexing. 


Whitehorne becomes Editorial Director 


Earl Whitehorne becomes Editorial Director 
of this paper. He has been in editorial work 
on the sales side of the electrical industry for 
thirty years. He was editorial director of 
Electrical Merchandising and Radio Retailing 
and is now editor of Electrical Contracting. 
For a long time, as commercial editor of Elec- 
trical World, he was not only a close student 
of power company selling but maintained an 
intimate contact with electrical wholesalers. 
Still earlier, he was advertising agent for three 
large electrical jobbing houses. 

His rounded outlook on electrical market de- 
velopment and his long experience in the edi- 
torial technique will supplement Mr. Freder- 
ick’s specialized knowledge of distribution. 
Together they will both strengthen and broaden 
the service of ELECTRICAL WHOLESALING to its 


field. 


Executive Vice-President. 

















IVE them a show,” says Wal- 
ter Shields to his dealers 
“and they'll become interested. 
Once their interest is aroused, the 
selling job becomes much simpler.” 
Walter knows most of the tricks 
for he has been in the appliance 
game since 1910. In those days the 
hand iron was a straggly young- 
ster, just coming into the picture. 
“At that time I was selling Gen- 
eral Electric irons to the dealers 
around Brooklyn. It was just as 
tough to sell a $3.50 iron in those 
days as it was to sell $450 refrig- 
erators in ’27. We sold them on 
a 30-day free trial basis. 

“If the buyer was a bit close for 
cash, he or she could pay two bits 
a month—that’s right, twenty-five 
cents a month—and buy the iron.” 

Then as now, Shields found the 
same principles necessary for mer- 
chandising appliances. The chief 
of these selling principles. being 
demonstration. 


Interesting Experiences 


From selling irons for General 
Electric, Walter went with the old 
Flatbush Gas & Electric Co., Brook- 
lyn. There he handled irons, toast- 
ers and percolators—all the appli- 
ances then on the market. And it 
was there that he became acquainted 
with the washing machine. That 
was in 1915. 

“If we sold 12 machines a month, 
we were really doing a selling job,” 
recalled Walter. “In ’18, ’19 and 
’20 we were selling from 50 to 60a 
month, which was quite all right 
considering it was a relatively new 
appliance and the cheapest model 
was priced at $125.00. 

It was during these years that 





Mr. Shields and the washing ma- 
chine formed their lasting “partner- 
ship.” It was also about this time 
that he had a hankering to go 
West, so to the West he went in 
1921. Chicago looked good to him 
and he joined the Hurley Machine 
Co. as field promotion man. 

Several years later he returned 
to the East, becoming appliance 
sales director for the Adirondack 
Power & Light Co. That was in 
1926 and washers were well ac- 
cepted by that time. He states that 
a 30-day washer campaign had to 
move 400 units or it was considered 
a flop. Quite a change from the 
days when 12 washers a month 
was quite remarkable for a utility 
sales force! 

He returned to Hurley’s banner 
in 1929 selling in the Eastern ter- 
ritory. He remained on that job 
until he joined E. B. Latham & 
Co. several years later. 

All through these years he has 
advocated and practiced dramatics 
in selling washers. He naturally 
believes that the same methods are 
going to bring the “kid brother” 
—the ironer—into the large vol- 
ume class. 


Washers and Underwear 


Two months ago, he and one of 
his dealers, the Electric Vacuum 
Cleaner & Refrigerating Co. worked 
a worthwhile promotion stunt in 
cooperation with a McGory chain 
store of Brooklyn. 

McGorys were pushing 25 cent 
underwear. In spite of the cheap- 
ness, they claimed, in their adver- 
tisements, that each piece could take 
50 washings without pulling apart. 
Walter read the ads and came up 





with an idea. 


He approached the 
store manager with the suggestion 
and it was accepted. 

A glass tub “gentle hand” washer 
was set up in the rayon department. 
Twenty rayon pieces were put in 
the washer, with soap and water. It 
ran for eight hours daily. Each 
morning the water was changed 
and garments inspected. At the 
end of a week, just one thread of 
one piece of rayon was found to be 
loose. 

The stunt created quite a stir in 
the department, with the definite 
result that McGory’s sale of rayon 
underwear hit a new high for any 
week. The dealer and Thor wash- 
ers were well advertised because of 
the results. Further, in every pack- 
age of rayon sold, an enclosed folder 
plugged Thor washers and _ the 
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dealer. The latter had a salesman 
at the sales counter during the 
week, so he received a large num- 
ber of leads, many of which di- 
rectly resulted in sales. 


Washers and Money 


Several years ago, Walter prac- 
ticed a similar stunt in Schenectady, 
N. Y. Only that time he washed 
money, not underwear. 

He suggested to the dealer that 
he go to his bank and draw out 
several hundred well worn dollar 
bills. A glass tub washer was then 
set up in the dealer’s window and 
filled with warm water and soap. 
When the demonstrator ran one 
batch of bills through the machine, 
these were hung on lines stretched 
across the show window. To add a 
bit of color, a policeman stood at one 
side of the window. When the bills 





Since 1910 W. P. Shields of E. B. 
Latham & Co., New York, has been 
in the appliance game. Since 
1915 he has specialized on washers. 
During these years he has lived 
interesting experiences, learned 
and practised numerous selling 
stunts. Above, left, is a demon- 
stration staged in a McGory store. 


on the line were sufficiently dry, the 
demonstrator ran them through an 
ironing machine and Walter swears 
that they came out looking like new 
bills. 

This dramatic idea practically 
halted traffic in front of the deal- 
er’s store. Leads for both washers 
and ironers were numerous and the 
publicity was priceless. 

Not only did the local folks take 
an interest in the show, but the 
Federal government later became 
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—but every day 
is Washer Day for 


Walter Shields 


interested. It so happened that Mr. 
Shields had a picture taken of the 
demonstration and this was pub- 
lished in several periodicals. A let- 
ter was received from Uncle Sam 
declaring that it was unlawful to 
photograph money. Sometime later, 
another letter was received from 
the same authorities, wishing to 
know the temperature of the water 
and the kind of soap used. 


Getting Leads 


Shields finds that methods for 
digging up prospects varies from 
time to time. For example, he re- 
ports that door-to-door canvassing 
is a thing of the past and has been 
replaced by the telephone. 

He believes that newspaper ad- 
vertising and lively direct mail 
pieces are good mediums for de- 
veloping floor traffic. One mail 
campaign that has proven success- 
ful is a series of weekly cards, each 
arriving on a Monday morning— 
the day which American tradition 
has designated as wash day. This 
timely, on-the-spot advertising ar- 
rives when the madame is washer- 
conscious. 

Walter advocates the use of in- 
expensive gadgets to build good 
will and floor traffic. These can 
be sold as price-leaders or given 
for returning coupons. 


Demonstrations Click 


He frequently stages. demonstra- 
tions with the cooperation of deal- 
(Continued on page 40) 




















ONE are the days of pigtails, yellow button shoes, 

high, clumsy automobiles and large brass beds, but 
their contemporary—the oversized, ungainly residential 
lighting fixture is still with us. 

Fixture manufacturers still seem to hold to the dis- 
torted opinion that home builders desire fixtures as they 
were designed 15 years ago. For evidence, a trip through 
a number of up-to-date homes will be enlightening. The 
sightseer will be amazed at the number of portable lamps 
and the complete absence of ceiling and wall units in many 
of the residences he visits. 

Most of us were ralsed in homes having large com- 
bination gas and electric chandeliers, In those days, 
portable lamps were on the market, but were used only 
for supplementary lighting, not to furnish the entire 
illumination. Fixture manufacturers designed pieces to 
correspond with high ceilings, spacious rooms, heavy 
mouldings, plaster friezes and carvings. 


Architecture Has Changed 


Since then, architects have been busy designing homes 
to meet the changing demands of home builders. This 
architectural evolution has not, as yet, impressed the fix- 
ture manufacturers to any great extent, for these gentle- 
men seem to think that present-day homes are still con- 
structed with 10-foot ceilings. 

When manufacturers of residential lighting units create 
standard fixtures in line with present day architecture, 
wholesalers and retailers will be able to do an outstanding 
job and recover a portion of the business that has been 
lost to portable lamps. 

The public can not design fixtures for the manufac- 
turers. But they can refuse what they do not like. The 
new homes of today are styled after homes of the finest 
architectural periods of the past. Copies of Cape Cod 
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“Syd” Caplan, President, Crown Light 
Co., Hartford, Conn., writes from ex- 
perience. He has been in the fixture 
game for 22 years, harking back to 
the time when, as a lad, he worked 
in his father’s gas and electric store 
in New Haven. His firm maintains 
one of Connecticut’s largest fixture 
displays. 


cottages, dignified early Colonial bricks, beamed English 
brick and stone, and quaint Dutch Colonial styles pre- 
dominate in every new development. The owners of these 
homes do not want to put the highly ornate contraptions 
that are our present-day lighting fixtures in their care- 
fully designed homes. And, lacking the simple, dignified 
fixtures they want, they go to portable lamps and base 
plugs, controlled by wall switches, in every room but the 
kitchen and bath. 


Outlets—But No Fixtures 


On a recent trip to a new development, the builder was 
overheard boasting of the fact that the living room had 
no fixtures. Concealed lights beside the fireplace and over 
the ceiling moulding gave indirect illumination. Yet, 
there were outlets everywhere—even one on top of 
the mantle. 

So far, we can still sell kitchen and bathroom fixtures. 
But there’s no way to be sure we'll even have that for 
long. Next, there will be cove lights over the shower and 
concealed wall lights above the kitchen range. 

An attractive wall bracket or ceiling unit, carefully 
designed to fit in with the knotty pine library, for in- 
stance, or with the Colonial dining room in new houses 
today, would certainly add far more to the attractiveness 
of the room than the strictly modernistic flush type light- 
ing so often used. Flush and cove lighting, while effi- 
cient, lacks the personality of interpretive decorative 
lighting. (Continued on page 40) 
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HOLESALERS who trav- 

eled down to Hot Springs last 
spring are familiar with the Niag- 
ara Hudson Power Corporation’s 
Five-Star Plan to educate the public 
of upper New York state on what 
constitutes a modern electrical home. 
Vice-president Skinner, in his talk 
to the wholesalers told of the homes 
to be built in Albany, Syracuse and 
Buffalo, as a result of question- 
naires received from 13,000 people, 
telling what they wanted in a new 
house. 


The Five Stars 


From these questionnaires, mode] 
homes were designed, built around 
the “five stars of good living’— 
wiring for the future, lighting for 
eye comfort, step-saving kitchen, 
automatic hot water, inside weather 
control. 

During the past summer work 
has been progressing rapidly on 
these homes and the first one was 
opened in Buffalo early in August. 
It is going over with a_ bang. 
When our representative arrived at 
the new home in Cleveland Park 
Terrace, he found a long line of 
people waiting for admission, some 
of whom had been standing in the 
hot afternoon sun for nearly an 
hour. No less than 5,000 people 
had been through this house during 
the first week, and as the house will 
be open for 10 months, it would 


The electrical industry is rearing its head and 
demanding a reasonable percentage of the home- 
builder’s dollar. Such promotional efforts as those 
staged by the Niagara Hudson Power Co. are 
going to result in increased volume for the entire 


industry. 


Bullalo’s 
Public 


appear that nearly everyone in the 
Greater Buffalo area will make the 
educational tour of this model 
home. 


Hostesses Conduct Tours 


Everything has been planned to a 
nicety. A corps of attractive young 
hostesses were given a six-weeks’ 
course of intensive training prior to 
the opening of the home. When 
starting on a tour of the house, the 
first hostess describes the lighting in 
the front entrance, including the il- 
luminated house number; also dem- 
onstrates the electric doorman, or 





Buffalo’s future home-builders are fast learning of latest electrical 
equipment through a trip through the $18,000 Five-Star home. 
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loudspeaker, which provides direct 
communication between kitchen and 
front entrance. Then the front door 
is opened and the visitor is greeted 
by the second hostess, who con- 
ducts the interior tour. 

Highlights of the home include 
cove lighting over the windows in 
the living room, using lumiline 
lamps, and a demonstration of IES 
lamps in this same room which is 
provided with convenience outlets 
every 12 feet. 

The dining room is illuminated 
with a “Trilite” IES unit suspended 
from the ceiling, together with four 
wall brackets which provide direct 
illumination for the side walls. 
Through the dining room window 
the visitor is shown the garden 
lighting, insect killer and illumi- 
nated fish pond. 


Kitchen Eye-Opener 


The kitchen is completely equipped 
electrically, even to the electric gar- 
bage dispenser, lights in all lower 
cabinets, and a “snack bar,’ which 
is backed by a plug-in strip provid- 
ing connections for plenty of small 
appliances. 

Multibreakers replace fuses in 
this home, and are located in a hall- 
way on the first floor near the 
kitchen. In the master bedroom is 
a burglar switch controlling the 
yard lighting, also a dressing al- 
cove with a built-in mirror lighted 
by concealed daylight lamps. In 
the bathroom are plenty of con- 

(Continued on page 44) 
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Better Lighting Means— 
Greater Production, Happier Employees 


PRODUCTION UP 20% 


When erecting new quarters, Marriott's 
French Dry Cleaning Works, Rochester, 
N. Y., installed fine lighting and it has 
been profitable. R. A. Marriott states, 
“| . We installed a thoroughly modern 
lighting system which provides adequate 
illumination for even the most exacting 
visual tasks. We find the number of 
returned garments is now about one-tenth 
what it used to be. Furthermore, our 
rate of production has increased 24 per 
cent and we estimate that at least a 
third of this increase is attributable to 
the improved lighting. In the old plant, 
bare lamps were suspended on drop 
cords, employees frequently complained 
of headaches. These complaints have now 
stopped and the general morale of the 
employees has noticeably improved. 


EQUIPMENT—300-watt lamps in glas- 
steel diffusers on line of irons; illumina- 
tion, 30 foot candles. 





LESS FATIGUE 


The inspection room of the Federal Knit- 
ting Mills Co., Cleveland, was relighted 
recently. Maintenance Superintendent J. 
Miller states, ‘‘The workers report in- 
creased ease in handling inspection work 
and also that they are able to make a 
more thorough check than before. Nor are 
they fatigued as a result of eye strain, 
which was frequently the case before the 
new lighting was installed. The manage- 
ment feels that the modern illumination 
has demonstrated its value.” 


EQUIPMENT—R.L.M. dome reflectors 
with 200-watt lamps. Spacing, 9 feet by 
9 feet. 
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NO ONE “HALF-BLINDED” 


One department of The Frontier Engrav- 
ing Co., Buffalo, is devoted to “masking,” 
an exacting operation which requires 
painting lampblack on cellophane. The 
relighting of this room was extremely 
satisfactory according to Manager T. 
Heath who states, “A carefully designed 
system, which producecd approximately 
100 foot candles on the easels, was in- 
stalled. Our men are highly enthusiastic 
about the new lighting. It is much more 
comfortable to work under because of 
the elimination of annoying reflections. 
This also permits much faster work. 
Most important of all, as one of the men 
expressed it, “Now we don’t go home 
half blinded at night.” 


SPECIFICATIONS—150-watt lamps in 
Miller Suplites; 200-watt lamps in R.L.M. 
reflectors spaced 4 feet apart; illumina- 
tion on easels 100 foot candles. 





Selected 
case examples for 
the lighting sales- 
man’s “bag of 
tricks.” 


ONE are the days when a few bare 

lamp bulbs, strung around the 
production room, could be called a 
“right smart” lighting job. 

In those days, life was calm, em- 
ployees didn’t mind squinting a little to 
see what they were doing, for the pace 
was slower and they had more time to 
get out orders. 

Today’s competition has altered the 
picture. The boss has to keep the pro- 
duction lines going at a fast clip, but 
always at a minimum of cost. Fine ma- 
chines have been developed to handle 
the job, still they are not completely 
mechanized and the operator has to be 
alert to keep pace with his tools. To 
aid him do a faster job, with a mini- 
mum of “seconds,” good lighting is a 
necessity. 

The entire picture has changed in an- 
other way. Labor is no longer content 
to grope in semi-darkness, and go 
home at night with a headache result- 
ing from eye strain. Good lighting is 
of direct benefit to employees, therefore 
it is a builder of employee good will. 

Better lighting for the industrial 
plant is a natural for the wholesaler’s 
salesman, for he is able to show his 
prospect that good lighting “kills two 
birds (greater production and happier 
employees) with one stone.” 

Specific data for the salesman’s bag 
of tricks are these adjoining case 
studies, “Doubting Thomases” can be 
convinced more easily when they can 
be shown, by actual installations, that a 
few dollars invested in new lighting 
equipment, will be money well spent. 
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MORALE IMPROVED 


A short time ago the plant of Bastian Brothers Co., Rochester, 
N. Y., was rewired and relighted. Illum nation was increased 
to 23 foot candles. Concerning the results, Superintendent 
F. A. McDermott says, “The men appreciate the difference 
between the new and old lighting. This reaction on the part 
of the personnel is highly gratifying to the management— 
so much so that even if the improved lighting should bring 
us no other tangible benefits, its installation will be considered 
well worthwhile because of the improved morale of our 
employees.” 


EQUIPMENT—Glassteel diffusers, with 300-watt lamps; 
spacing, 8 feet by 10 feet. 


MEN MORE ALERT 


Joseph Keller of J. & A. Keller Machine Co., Buffalo, has the 
following to say about the new lighting, “The men are more 
alert and plant housekeeping, a problem in the past and a 
potential accident hazard, has been effectively solved. Fur- 
thermore my men have told me that under the new lighting 
they can see to make adjustments and setting in a fraction 
of the time formerly required and that mistakes, formerly 
made because they couldn’t see well, should no longer occur, 


EQUIPMENT—300-watt white bowl lamps in R.L.M. dome 
refleciors; spacing, 10 feet. 
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MEN ENTHUSIASTIC 


Setter Brothers, Inc., Cattaraugus, N. Y., manufacture plywood 
sheets. The work is exacting, so illumination plays an 
important part in production. Paul A. Setter realizes the 
value of good lighting. He reports, “In our old plant match- 
ing was done under drop lights with tin shades. . .. The 
new plant is equipped with skylights to provide an abundance 
of natural light when available, and a combination mercury 
and incandescent system for the times when daylight is inade- 
quate. Our workmen are enthusiastic about the new lighting 
and we are convinced that it is an indispensable aid toward 
insuring a quality product. 


EQUIPMEN T—250-watt mercury and 300-watt incandescent 
lamps in glassteel diffusers; illumination 30 foot candles. 


SAVES TIME 


Some years ago one wing of the factory, housing The Daven- 
port Machine Tool Co., Rochester, N. Y., was relighted with 
glassteel diffusers. Results were extremely satisfactory, so 
recently the lighting program continued. Regarding the new 
installation, the president, W. S. Davenport relates, “Our men 
report they like working with general illumination because it 
saves the time and enables them to more quickly make the 
necessary adjustments of the tools and the work. This natur- 
ally increases production and is appreciated by the workmen. 


EQUIPMENT—400-watt mercury lamps in industrial reflec- 
tors with glass diffusing shields; spacing 13 to 15 feet; illu- 
mination 30 foot candles. 












1. THE GLEAMING WHITE BUILDING, located 
at 1131 S Street, is in accord with the 
general architectural scheme of the re- 
gion. Still more important, its one-story 
construction greatly facilitates the hand- 
ling of stock. Spacious windows permit 
the incorporation of good displays, and 
truck entrances provide for rapid loading 
and unloading. 












A Building Planned For 


Disptay Anp SERVICE 


ATEST developments for the display and warehousing of 
electrical products have been incorporated in this Sacramento, 
Cal., house of General Electric Supply Corp., opened this spring 
at 1131 S Street. With 15,000 sq.ft. of floor space on a single 
floor, the new building provides an ideal set-up for the warehous- 
ing and handling of electrical goods. 

Large windows across the front of the quarters are valuable for 
showing electrical appliances to those passing by. A spacious, well 
illuminated room, houses the sales counter, offices and major appli- 
ance display. Smaller rooms, leading from the main one, are used 
for displaying wiring materials and small appliances. This entire 
section is equipped with a complete air conditioning system. 

Several features have been installed to speed up service in the 
warehouse. Large doors permit trucks to enter for loading or 
unloading ; closely spaced lighting units provide adequate illumina- 
tion and racks are used for storing various supply lines. 


2. «A PARTIAL VIEW of the main display room for major appli- 
ances, which also includes a model kitchen. Even, high intensity 
lighting is provided by attractive ceiling units and illumination 
over the counter is provided by flush type units. Offices and the 
individual display rooms are at the opposite end of this main 
display. 


~ 


ONE OF THE small appliance rooms leading from the main display 
floor. By a trip through the series of rooms, visiting dealers can 
quickly see the complete line of appliances. The building also 
houses displays of supplies and equipment used by those in the 
construction field. 


4. THE WAREHOUSE PROPER is located immediately behind the sales 
counter. Conduit is stocked in substantial racks adjoining one 
of the trucking doors; elbows are neatly warehoused in a metal 
rack and large reels of wire are stored in a sturdy, upright type 
of rack. Lighting of the warehouse is provided by a number of 
closely spaced units suspended from the ceiling. 
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The Wholesaler Does 


Gor the Contractor 


HAT is a strictly legitimate 

electrical wholesaler? First of 
all, he should have a well located 
place of business, with parking facil- 
ities available. Second, he must have 
a well equipped warehouse, stocked 
with a complete diversified line of 
electrical appliances, apparatus and 
supplies to fill orders for regular stock 
merchandise, on demand. Third, he 
must maintain delivery service, so the 
customers’ requirements can _ be 
promptly serviced. Fourth, every well 
organized wholesaler must maintain a 
complete selling organization, with 
men trained not only in the art of 
selling but also able to furnish infor- 
mation on lighting layouts; offer tech- 
nical information to determine the 
type of material required, and to in- 
telligently discuss matters of service 
and adjustments, and iron out misun- 
derstandings with his customers. 
Fifth, a complete listing of the mater- 
ials stocked by the wholesaler should 
be available in catalog form. Sixth, 
every wholesale organization should be 
sufficiently well financed to carry com- 
plete stocks and to extend credit to 
those of his customers who are en- 
titled to the same. He should be com- 
petitive. 

Any wholesaler who does not per- 
form all of the above functions is not 
a legitimate wholesaler, and is travel- 
ing under false colors. 


Better Service Today 


The trend of the times in wholesal- 
ing is centralization of territory, which 
means the average territory served is 
within 75 miles from the location of 
the jobber’s warehouse. Therefore, 
the wholesaler can make calls more 
frequently and make prompter deliver- 
ies, which automatically reduces the 
stocks necessary for the contractor to 
carry. 

The distributor maintains a compe- 
tent inside organization, not only to 
handle the regular office routine but 
trained counter salesmen are able to 
discuss the contractor’s problems. 


Wholesaler Reduces Costs 


The wholesaler performs many 
other services for the contractor. The 
first is that of a quotation clerk. He 


has, at his finger tips, the latest pre- 
vailing market prices, which informa- 
tion is available to the contractor. The 
second function which the wholesaler 
performs for the contractor is virtually 
that of being his purchasing agent. 
He is in a position to buy merchandise 
at a lower price than the contractor 
could possibly obtain direct from the 
manufacturer when the cost of trans- 
portation, the multiplicity of corres- 
pondence, delays, trucking and ware- 
housing, accumulation of unused stock 
from over-buying, investment in cap- 
ital stock, and many other items that 
enter into the cost of conducting his 
business are considered. 

The third function which the whole- 
saler renders to the contractor is 
prompt delivery on stock items. It 
would be practically impossible today 
for the contractor to sufficiently an- 
ticipate his complete wants and re- 
quirements. If the contractor were 
forced to buy his merchandise direct, 
he would have to anticipate his re- 
quirements and order weeks ahead, 
whether his job was large or small. 

Another important function is 
emergency service, in which many con- 
tractors specialize. Emergency service 
is a most important one, and a most 
profitable one to the contractor, be- 
cause it is 24-hour business and it is 
equally important to the industrial 
plants, who are dependent on _ this 
service to keep their wheels turning. 
Wholesalers are prepared to supply 
materials for emergencies. 

Frequently, on large construction 
jobs, specifications are changed. The 
contractor who buys direct might find 
himself in an uncomfortable position 
if he had already stocked for the 
proposed job, then was obliged to 
make adjustments to allow for the 
architectural changes. Even though 
he were successful in returning this 
material, there would be substantial 
losses incurred by office details. If he 
has this human relationship with his 
wholesaler supplier, he is enabled to 
return this material and exchange it 
immediately. His bank account ap- 
preciates that service. 


Wholesaler Protects 


With market conditions changing as 
they have during the past eight 
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THE FOLLOWING is a di- 
gest of a talk recently given 
by Mr. Sackett before 
members of the New York 
State Electrical Contrac- 
tors Association. Well re- 
ceived, the speech enlight- 
ens contractors on the 
many functions performed 
by electrical wholesalers. 


By 
H. I. SACKETT 


President, H. I. Sackett Electric Co., 
Buffalo, N. Y. 





months, the contractor can look to the 
wholesaler for price protection for a 
reasonable length of time. Because of 
his investment and inventory, the 
wholesaler is enabled to protect the 
contractor against an advance in the 
market, so that he can, with absolute 
assurance, submit his bid, confident 
that when he is awarded the contract 
he will not have to buy at advanced 
prices. Twenty-five years ago there 
was no such thing as_ protection, 
Market costs of the day the bid was 
submitted, were used. It meant gamb- 
ling on future prices. It is true, how- 
ever, that the market was steadier in 
those days, nevertheless the element of 
chance existed. 


Quality Materials Important 


One final function which the well 
organized wholesaler performs is 
warehousing of a diversity of items. 
When a contractor goes to a whole- 
saler to place his order for materials, 
he finds a well assorted stock of stand- 
ard equipment, produced by manufac- 
turers who have built their business on 
quality and not on price. Further, the 
products are approved by the Under- 
writers. Through the mediums of 
sales promotion, publicity and adver- 
tising, the manufacturers have created 
acceptance, so when the materials are 
received by the contractor, there is no 
question about its prompt acceptance 
by the customer. The legitimate 
wholesaler today does not handle sec- 
ond grade material, and this, in itself, 
is a great asset to the contractor. 

With the federal government enter- 
ing into many phases of industry and 

(Continued on page 44) 
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MEN 


YOU SHOULD KNO 


His Men Are Specialists 


* C. W. Finley 


President, Central Electric Supply Co., Battle Creek, Mich. 


ACK in 1907, C. W. Finley landed in Battle Creek, Mich. 

and obtained a position with one of the companies he 
now heads. Although he has remained with the same firm’ 
for 30 years, his mind has not followed that principle. He 
believes in keeping step with ever-changing trends. 


LF Sarg C. W. Finley scrambled 
off the train at Battle Creek, 
modern electrical devices and corn 
flakes weren’t nearly as popular as 
they are today. True, the use of 
electricity was on its way in 1907, 
but it was still a youngster and one 
of the men who played an impor- 
tant part in developing its present 
wide usage in western Michigan is 
C. W. Finley. 

True, he has spent ‘the greater 
portion of his business career in 
Battle Creek, but Mr. Finley is not 
a native son of the town made fa- 
mous by its breakfast foods. The 
records in the City Hall of Minne- 
apolis show that a C. W. Finley 
was born there one day in 1883. 

About a year later his folks 
moved down to Kansas City, in 
which city young Finley lived until 
his departure for Battle Creek. He 
attended school in that Missouri 
town and upon graduation from 
high school looked around for a job. 
He thought he might like to be a 
department store magnet, but dis- 
covered it might require too long a 
time. He tried several other occu- 
pations before deciding that work- 
ing with some phase of electricity 
would be an interesting and profit- 
able pursuit. 

He secured a job with an electri- 
cal contractor, at the same time 
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signed up with a correspondence 
school to learn something more 
about electrical engineering during 
his spare hours. Soon he became 
a wireman for the local electric 
utility. 

After learning the fundamentals 
of the electrical construction busi- 
ness, “C. W.” moved to Battle 
Creek. His first job there was 
with the Central Electric Co., a 
contracting firm headed by the late 
Louis R. Greusel. Louis was a 
brother of Frank Greusel, today a 
prominent electrical distributor of 
Milwaukee. 

The Central Electric Co. devoted 
all of its energies to contracting for 
many years, but during the ’20s be- 
gan the distribution of certain supply 
lines on a wholesale basis. Finally, 
in 1931, the wholesaling department 
was divorced from the wiring end 
and incorporated as the Central 
Electric Supply Co. The chief 
officers of the newly formed cor- 
poration were Louis Greusel, presi- 
dent, and Mr. Finley, vice-presi- 
dent. 


HIS arrangement continued un- 

til the death of Mr. Greusel in 

the fall of 1934. At that time, Finley 

became president and general man- 
ager. 

Due to his many years of expe- 


rience in the contracting end of the 
electrical business, ““C. W.” is well 
aware of the thinking of contractors. 
He understands their problems and 
is well qualified to anticipate many 
of their requirements. It is his 
policy to maintain a complete stock 
of all types of equipment, so service 
can be rendered contractors and in- 
dustrials with the elimination of 
many unnecessary delays. 

Realizing the major appliance 
business affords great possibilities 
for the wholesaler, Mr. Finley has 
gone into this phase of the business 
with much enthusiasm. The firm 
now distributes a complete line of 
major appliances in southwestern 
Michigan. 

He practises one of his strong 
beliefs, which is, that salesmen 
should work in specialized depart- 
ments. He feels that supply men 
should sell only supplies, permitting 
their thoughts and actions to center 
on those allied lines. His merchan- 
dise department is composed of 
salesmen who specialize on washers, 
ironers, refrigerators, ranges, and 
so forth. Their sales methods differ 
greatly from those of the other de- 
partments. Aware that part of the 
sales job of the appliance depart- 
ment is the education of housewives 
to the use of these appliances, the 
company employs a full-time home 
economist who aids the dealers in 
staging schools on the use of various 
major appliances. 

Finley isn’t much of an organiza- 
tion man. He belongs to no fra- 
ternal organizations, but for social 
purposes holds memberships in the 
Athlestan Club and the Marywood 
Country Club. He has no special 
whims to satisfy, though he does do 
a bit of fishing and follows a golf 
ball occasionally. 
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C. W. Finley, President, Central Electric Supply Co., Battle Creek, Mich. 
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I. A. J. McGivern, CEWA. 2, William States. 9. J. J. McCaffery, 
The McCaffery Co., South Bend. 4, Ben George, of the Credit Associ- 
ation. 3. Fred Eiseman of Revere Electric. @, August Kubec of 
Kubee Electric. J. Walter Kiefer and L. P. Kingley. @. Steve Murphy 
and “Bill” Weiss. 9. D. E. Worrell and George Arras, of Quadrangle, 
and Paul Worrell, club manager. §@. Dave Dobkin of Dobkin Electrical 
Supply Co., and Harry Whetter of Signal. J. E. M. Nelson, Jack Sadler 
and Percy Green. §2, Art Heart, Paranite, W. A. Peterson, Plymouth 
Rubber, Sam Kaplan, Belasco Electric and Herb Clough of Belden Mfg. 
Co. ES. Art Anixter, Englewood Electric, Fred Schmitz, Wabash 
Electric, Jim Ryan, Colt’s Patent Fire Arms, and Don Droll of Clayton 
Mark. Apologies to Don. 14. Van Johnson, A-H & H, Joe Downs, 
Kiefer Electric, Walter Kiefer, Kiefer Electric, and H. E. Murphy, Central 
Tube. 15. D. G. Grogner, R. C. Close, K. G. Kempf and W. H. Eckert. 
1G. Henry Coward, Harry Hahn, Reggie Renaud, Al Brown, K. C. Bonde 
and Gene Hall. 
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Rte the Mast Widely 


in America | 


CONSENSUS OF POWER COMPANY OPINIONS 


@ New GH Construction 
Eliminates Main Fuses; 
Offers Score of New Features 


@ By unique simplified design, 
this new switch (C-H Bul. 


NIVERSAL MOUNTING NO MAIN FUSES 


ay be installed in normal or inverted po- Modern unit construction avoids double fusing. Elimi- 
nating main fuses drastically cuts needless service calls, 
avoids principal source of internal heating, permits 
compact design. 


ition, Either way, door over fuses stays open 
br closed as desired. ““ON” and “OFF” in- 
ication reads correctly in either position 


f case. UNCONCEALED MAIN SWITCH 


Toggle type main switch operated from outside of case 
familiar to public and used without fear. Saves needless 
service calls for simple branch circuit fuse replacements. 


SILVER-TO-SILVER CONTACTS 


Genuine silver-to-silver contacts used on main switch 





‘ to insure easy operation and current-carrying efficiency 
yy despite infrequent use. Silver contacts never corrode 
{ or stick. 





DOOR AND COVER SEALING 


Both cover of the case and door over fuses may be 
sealed with standard meter sealing devices if desired. 
Provision made for testing both range and branch cir- 
cuits without interruption to service. 


MODERN STYLING ... MAR-PROOF 


Attractive appearance whether flush or surface mounted. 
Black finish of case is mar-proof and scratch-proof, 











4334H17) offers features of tremendous appeal to everyone interested in 
domestic entrance service equipment. Power company officials call it the 
greatest advance ever made. Contractors hail the outstanding installation 
features it offers. The public will applaud this as the first entrance switch 
anyone can understand and use without fear or hesitation. Check over the 
many features of this new switch and make sure you quickly capitalize 
what it has to offer. CUTLER-HAMMER, Inc., Pioneer Manufacturers of 
Electric Control Apparatus, 1327 St. Paul Avenue, Milwaukee, Wisconsin 


especially selected to take easily (and hold without chipping, 
cracking or scaling) any interior finish used in home decoration. 


INSTALLED EASILY AND QUICKLY 


As shown below, cover of case is easily removed for wiring. 
(Range fuse pull-out has been removed in this view to merely 
show construction.) Between all terminals are solid porcelain insu- 
lating barriers. 

Solderiess connectors are used throughout which operate either 
with screw driver or 14-inch socket wrench. Branch circuit terminals 
are equipped with new C-H patented easy-tite wire holder. 


TLER-HAMMER ©" SERVICE SWITCHES 














Electric Leagues 


The recent election of W. I. Bickford and A. J. 
Millington, Jr., as president and vice-president, respec- 
tively, of the Electric League of Pittsburgh, emphasizes 
two important trends: 

1. Electrical men in every community are looking 
more and more to their local wholesalers for leadership. 

2. Wholesalers are recognizing more fully the value 
of local electric leagues as sales promotional agencies. 

Electric leagues are now functioning in over 100 
communities. Some are merely luncheon clubs, others 
are highly organized and employ the full time services 
of a competent managing director. 

It is the latter type that actually creates business. 
Live, well directed leagues are paying dividends in the 
form of increased sales in Philadelphia, Buffalo, Cleve- 
land, New Orleans, and many other cities. 

The industry is about to launch a program to promote 
adequate wiring, to break the bottle neck to the sale 
of more lamps and appliances. National in scope, the 
plan is necessarily local in operation. In every locality, 
some set-up must be provided to put it into effect and to 
follow it through. The Electric League is the ideal 
agency for this purpose and electrical wholesalers, as 
local industry leaders, can take the initiative in develop- 
ing an aggressive league in every trading center which 
now lacks one. Adequate wiring provides a real reason 
for organizing active leagues NOW. 


The Electrical Inspector 


Electrical wholesalers are becoming awake to the 
fact that the electrical inspector is a brainy fellow who 
has much influence in the framing of local wiring regu- 
lations and in suggesting revisions of the National 
Electric Code. 

The inspectors have a strong association which is 
divided into five geographical sections, and NEWA’s 
new committee on “Cooperation with Electrical Inspect- 
ors” has been enlarged to include one wholesaler from 
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each of these districts, whose duty it will be to closely 
follow the inspectors’ activities in his region. 

In Chicago, the wholesalers have gone further and 
have joined the Western section as associate members. 
Fred Eiseman, president of CEWA, spoke at a recent 
inspectors meeting at Indianapolis, and A. J. McGivern, 
managing director of CEWA, addressed the Peoria 
convention in June. 

The inspectors are interested primarily in safety, in 
the use of standard materials which are generally sold 
through electrical wholesalers, as against sub-standard 
materials usually marketed through other channels. 
Wholesalers are coming to realize that the electrical 
inspector is a man worth knowing. 


An A.S.T.E.S. 


During the past year we have found it necessary to 
add two articles to our standard traveling kit—to wit: 
a double socket, and an extension cord. Reason—we 
have joined the army of electric shavers, and not one 
hotel room in ten has a convenience outlet within a 
cord’s length of a mirror. So sometimes we are forced 
to remove the glass shade from the bathroom fixture, 
wait for the bulb to cool off, or else take a chance on 
badly searing our fingers, screw in our double socket 
and, finally, start our shaving. And, on our next stop, 
we often find that we have left our double socket 
behind, and must dash out to the nearest store (yes, it’s 
usually a chain store) and purchase another. 

At other times, we try the dresser mirror, get down 
on our knees and peer around under the furniture until 
we discover an outlet—usually on the other side of the 
room—and out comes our extension cord. 

Suave assistant managers, when told of this incon- 
venience, express deep regret, but say no one has com- 
plained before, and imply that, after all, it is a small 
matter. So we suggest the formation of the Amalga- 
mated Society of Traveling Electrical Shavers, whose 
members, regardless of whether they actually shave 
with a Schick or a Gillette, will register a vigorous pro- 
test with the management of every hotel where they fail 
to find a shaving outlet beside the bathroom mirror. Let 
them enlist their traveling friends in this crusade, and 
tip off some live local contractor to this opportunity to 
sell wiring. 

Once this movement gathers momentum wholesalers 
will receive sizeable orders for convenience outlets, 
cable and boxes, and chain stores will sell fewer double 
sockets. 

Charter memberships in the A. S. T. E. S. are now 
open. 


ELECTRICAL WHOLESALING — September 1937 


vy, 


, 
% 











BULL DOG 


SUPERBA 


LIGHTING 
PANELS 


This artistic deluxe Bull Dog 
Panelboard creation costs no 
more than Panelboards of 
“just ordinary"’ appearance. 
Suitable for administration 
buildings, office buildings and 


general institutions. 
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Illustration shows typical Superba Lighting 
Panel with lugs-only mains 


BULL DOG 


SWITCH 
CENTERS 





Bull Dog features a complete line 
of new, economical Panelboards 
for general use in factories, 
garages, warehouses and similar 
buildings. The space saving NAR- 
ROW COLUMN type-for installa- 
tion on columns or pilasters in 
industrial plants and commercial 
buildings—is included in the Bull 
Dog line. 


“'CSX"’ Type Toggle Switches and Plug or 
Cartridge Fuse; 4 to 40 Circuits. 


““PS’’ Type Plug Fuse and Toggle Switches, 4, 
8 and 12 Circuits. 


Space conserving Bull Dog Narrow Column 
Switch Centers for Industrial Use. 





BULL DOG 


Vacu-~ 


SAFETY 
SWITCHES 


All the desirable, modern features 
are found in Bull Dog VACU- 
BREAK Safety Switches — stylined 
compact Cabinets . . . all arcing 
Doubly Sealed for extreme Safety 
Switching . . . SOLDERLESS WiRE 
GRIPS for utmost ease of installa- 
tion. Bull Dog VACU-BREAK Safety 
Switches are definitely the safest, 
most efficient, most modern ever 
designed. 


Their distinctive, modern appearance and 
efficient performance create greater sales 
opportunities for the Jobber. 


a 


BULL DOG 
SAF-to-FUSE 


DISTRIBUTION 
PANELBOARDS 


These Panelboards are assemblies of 
fusible switch units, making up a 
flexible distributing system to meet 
the flexible needs of modern indus- 
try. Initial investment need cover 
only immediate circuit requirements 
but Mains and Busbars are such that 
additional circuits may be added at 


any time. 


Bull Dog Engineering men, in all 
prominent cities, will gladly co- 
operate in your wiring layouts. 





BULL DOG ELECTRIC PRODUCTS COMPANY 
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Harold C. Grant 


EARS ago the pioneers in the elec- 
¢ Geen industry found they needed 
a co-operative service to care for the 
countrywide credit problem. The result 
was the birth of the National Electrical 
Credit Association, tying together the 
operations of the various zone offices 
throughout the United States. 

The June Convention in New York 
marked its entrance into the 40th year 
of continuous activity for the benefit 
of the electrical trade. 

This month, announcement has been 
made of the appointment of Harold C. 
Grant to the office of executive man- 
ager. 

Following college, Mr. Grant’s inter- 
est in things electrical lead him into the 
supply department of the Bell telephone 
system and then into its plant engineer- 
ing. After telephones, he designed and 
manufactured electric air and water 
conditioners. The public conceded they 
were interesting but decided ownership 
wouldn’t be compulsory for the next 
10 or 15 years. 

Since then, his experience in the dis- 
tribution of electrical appliances and 
supplies has made him extremely sym- 
pathetic towards the salesman, “who is 
expected to keep a high batting average 
even though his manager gives him a 
cracked bat and only one cut at the 
ball.” 

“And I’m not trying to be funny,” 
Mr. Grant insisted, “it’s serious busi- 
ness for the salesman and the whole- 
saler, too. 

“Here’s what I mean. You don’t find 
wholesalers’ representatives in the field 
with a horse and buggy any more. Of 
course not. They use a snappy road- 
ster. 

“They phone or wire rush orders, 
which get the loving care of a new- 
born babe when they reach the office. 
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Harold C. Grant 


Appointed Executive Manager 


National Electrical Credit Association 


The best of mechanical equipment is at 
the service of the trained personnel, all 
the way from billing machines to de- 
livery trucks. Efficiency suggests and 
competition compels the use of the best, 
whether it’s old or new, but in spite of 
all they do, some wholesalers, and 
manufacturers too, let their salesmen 
down hard. 

“For instance, our salesman has a 
territory consisting of counties 1, 2, 4, 
6 and half of 7. He has a quota to 
meet, which, he swears, was figured by 
assuming that the current purchasing 
power of the residents of his area will 
be found if you multiply by one light- 
year, the number of left handed citizens 
above 33 who made income tax reports 
in 1935, divided by the percentage of 
local Rotarians married to Daughters of 
the American Revolution or something 
just as authentic. 

“In county number 6 he has a pet 
dealer, Joe Gilch, who has given him 
orders enough week in and week out 
for the past year to keep the number 6 
quota in its place, so he likes to start 
the week off right by giving Joe his 
first call. 

“Monday morning he pulls up to the 
curb as usual, but something’s wrong. 
The darkened store is padlocked and a 
small piece of paper stuck on the in- 
side of the door at eye-level informs 
him, in legal parlance, that there will 
be some delay before the store re-opens 
for business. 

“At the end of a hectic couple of 
weeks of disappointment, he finally 
breaks through and gets a small open- 
ing order from a fair looking prospect, 
Mike Blebish. The salesman adds the 
three references given to him, phones 
in the news, drops the order in the 
mail and then tries to high-spot the 
rest of his territory to keep his ne- 
glected meal-tickets from getting tem- 
peramental. That’s when trouble starts 
to hatch that may develop into real loss 
of volume later on. 

“Without exaggeration Mr. Whole- 
saler, if you can save just one dealer 
turnover, you will save enough lost en- 
ergy and cold cash to pay for a service 
that may soften the next one and give 


you an extra couple of months’ ex- 
penses for that vacation. 

“Business men react toward impend- 
ing trouble in the same manner as the 
rest of humanity. They are apt to try 
to postpone the decision, hoping that 
something will happen in the meantime 
to show it was all a dream. 

If the credit manager had sent one 
simple credit inquiry bearing Joe’s 
name and address and the amount of 
the first order, for a clearance through- 
out the whole electrical commercial field, 
he would have learned of his buying 
habits, and then would have received 
periodically, reports that would show the 
current tendency. Correct interpreta- 
tion and resulting action would have 
been up to the individual ability of the 
credit manager. 

“Highways have caution lights. Some 
young drivers don’t bother with them. 
Most of the old ones did. 

“Now, it’s conceivable that Mike, the 
new dealer, who needed so much in 
time and money to get him behind Mr. 
Wholesaler’s brand, has already found 
it necessary to forage far and wide for 
some of the things he might buy right 
near home and if you, Mr. Whole- 
saler—(I’m talking to you again)—if 
you haven’t provided your credit depart- 
ment with as complete facilities as you 
gladly force on your visible sales, 
service and delivery departments, the 
caution-light may be up on Mike’s 
affairs and your company may be wear- 
ing black glasses. 

“Tf the caution signal is missed, you 
lose money, the credit manager some 
sleep, but the salesman is penalized for 
something beyond his responsibility. He 
gets the orders and keeps the dealer 
happy by straightening out at the start 
those little things that would grow to 
sales-stopping disputes. He’s in there 
swinging with all he has, with never a 
thought for the crack that is developing 
in the bat. You yourself don’t know 
anything’s wrong and your credit mana- 
ger may not realize it, but the rest of 
the trade has started to go softly. You 
might save for that fishing trip if you 
used the facilities available to the elec- 
trical industry. 
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MERCHANDISING and showman- 
ship go hand and hand in selling 
appliances. Today, more than ever 
before, the distributor’s salesman 
is obliged to make his retailers mer- 
chandising minded. The distribu- 
tor’s salesman has only started the 
job when he loads his dealers with 
a stock of appliances. Chances are 
the dealer coulc well use some good 
ideas. for attracting floor traffic and 
holding prospects once they are in 
the store. 

Here the distributor's salesman 
can show Mr. Retailer how to 
create effective window displays 
and how to dramatize both major 
and small appliances. One of the 
reasons for the volume attained by 
the refrigeration industry is the 
showmanship job done by retailers. 
In the July issue was a story on 
Ross Abbott, a Chicago salesman, 
who has developed the flare for 
merchandising coffee makers. This 
month, another story concerns Wal- 
ter Shields who has specialized on 
washers for many years and reports 
that dramatics handle a good por- 
tion of the selling job. 

In Jackson, Mich., a wholesal- 
er’s salesman and one of his dealers, 
caused havoc among competition 
when they bought time from a local 


broadcasting station and took a mic- 
rophone out on the street. The 
crowds gathered and that dealer 
was “made” by that single stunt. 


SALES MEETINGS. Most sales 
managers make it a_ practice to 
assemble their sales crews on Sat- 
urday mornings for the weekly get- 
together. A few others figure that 
the boys can derive more benefit by 
sticking to the job for those few 
hours, so call meetings for one 
evening a week, preferably Friday. 
A few weeks ago we were talking 
with a New York sales manager 
who doesn’t believe in gathering his 
men for a large meeting. He pre- 
fers to confer personally with each 
man. 

There are some points in favor 
of this idea. In the first place, the 
windy salesman, who monopolizes 
the sales. meeting with wasted talk 
and dumb questions, is eliminated. 
Secondly, some fellows who are a 
hit reserved in a large meeting, will 
“open up” in a two-person confer- 
ence with the result that the sales 
manager frequently obtains some 
mighty useful thoughts. Another 
point in favor of this. type of meet- 
ing is the fact that the salesman 
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can arrange a time when he is abso 
lutely free from selling activities 


ANOTHER SEASON. Weill, once 
again “Old Man Radio” is upper- 
most in the minds of appliance sales- 
men. Last year was a_ record 
breaker and indications predict a 
still greater volume for this year. 
Manufacturets have introduced 
models that will make sets built 
three or four years ago look and 
perform like “antiques” in com- 
parison. Because of increased costs 
of material and labor, prices will 
probably be kicked up a bit, but 
certainly not enough to cause a so 
called ‘“‘buyers’ strike.” 

This year distributors in the farm 
areas are especially favored be- 
cause the farm income for 1936 
was the highest for any year since 
1930. Crops are good this season, 
so when the corn, wheat and oats 
are harvested, our farmer friends 
are going to have still more money 
(take a look at prices of those 
grains) and sure as shootin’ new 
radios are on many a “want” list. 


THE EDITORS 
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EVEN MICKEY MOUSE DOES IT + + + © © © 8 zy kaurmn 


Act V of Showmanship in Business 





es ISTORY is but the telling of 

the showmanship of the cen- 
turies—David and Goliath, Alexander 
and no more worlds to pick on, Nero 
and his fiddle, Columbus and _Isa- 
bella’s jewels, John Smith and Poca- 
hontas, Napoleon’s escape from. Elba, 
Richard and the Crusades, the cry 
of the dying Lawrence, ‘Don’t give up 
the ship,’ Custer’s last stand, Franklin 
and his kite, Lindbergh landing at 
Paris, and all the other colorful inci- 
dents that stand out against the drab- 
ness of the past.” 

That paragraph is a quotation from 
a little booklet called “Put On A Good 
Show” distributed by Batten, Barton, 
Durstine & Osborne, a large and suc- 
cessful advertising agency. That par- 
agraph covers over 2,000 years. 

And in 1937 the principle still 
works. How many copies of this 
morning’s paper could be sold if we 
took out the people? Without Hitler, 
Roosevelt, Mussolini, Lewis. ? 
Without Pegler, Winchell—or even 
Skippy? What would a news stand 
look like without people on magazine 
covers? What would radio be like 
without its Bennys, or Voices of 
Experience? Baseball without its 
Gehrigs or Hubbells? Opera without 
Pons or Tibbett? 

Man is gregarious. Physically, he 
gathers in groups. Mentally, even 
more so, he is always thinking about 
people. More than anything else in 
the world. 

Kenneth M. Goode, my co-author 
of “Showmanship in Business,” has 
given us many important axioms for 
selling. But one of his greatest is: 
“If, for any reason, it is impossible 
to portray the product in the hands 
of a user, remember it is far more 
desirable to portray the user alone 
than the product alone.” 

Many of the outstanding merchan- 
dising jobs of the decade have been 
put over with tie-ups with people. 
“Call for Philip Morris” has im- 
mortalized Johnny the Bell Hop and 
Philip Morris cigarettes. George Rec- 
tor, the famous chef, has done a mar- 
velous publicity job for the A & P 
stores. Captain Eddie Rickenbacker 
brought a colorful flying personality 
to General Motors’ Eastern Airlines. 
With equal skill, Chessie, a sleeping 
kitten, brought a new reputation to 
the uppers and lowers of the Chesa- 
peake & Ohio Railroad. And as an 
extreme, Mickey Mouse’s name has 
sold millions of dollars of merchan- 
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dise for thousands of stores—from 
rubber balls to sweatshirts. Mickey 
not only nibbled his way into the 
Encyclopoedia Britannica but, in the 
words of a Federal Judge: ‘pulled 
a toy train factory out of bankruptcy.” 
Quite possibly, the most eccentric 
job Mickey ever did for a store was 
in connection with an_ insecticide 
window where a store said: “Mickey, 
we love you in the movies, but not 
in the bread box.” 

People not only attract attention, 
but create a sense of realism to your 
advertising. The Standard Oil sta- 
tions that put “Call me Joe” on at- 
tendants’ lapel buttons are appealing 
forcefully to the interest we have in 
people. Out in Colorado a little girl 
of six created some records for speed 
in cooking. A store immediately put 
the girl into a window and had her 
perform her miracles before the pub- 
lic eye. Crowds gathered for hours. 


Names Make News 


Names make news. That’s an old 
adage—but it applies particularly to 
getting publicity. Photos of people— 
when interesting—will get even more 
publicity. A Sears store placed a 
refrigerator on the sidewalk and had 
a tap dancer from the local playhouse 
de her stuff on the refrigerator every 
hour on the hour. Thus (a) attracting 
attention, and (b) dramatizing the 
long wearing qualities of the Sear’s 
porcelain finish. Newspapers carried 
pictures, of course. Several months 
ago we told how one dealer put 38 
bottles of milk in a refrigerator and 
opened one each day to show that it 
was still fresh. This alone would have 
attracted interest but he further dram- 
atized it with a “personality” in the 
form of the Mayor of the town—thus 
getting additional publicity. Another 





dealer put one of the Chevrolet Soap- 
box Derby autos in his window, thus 
sharing the publicity created by the 
headlines won by the young racer. 
Frigidaire dealers will find it particu- 
larly easy to arrange this tie-up 
through their General Motors’ family 
relations. 

In the July ELtectricAL WHOLESAL- 
inc, A. B. Conklin, Jr. told of the 
success of Ross Abbott, the “Silex 
Chef,’ who expanded from a regular 
wholesaler salesman to a promotor 
of Silex coffee makers. As the “Silex 
Chef’’—he is able to get consumer at- 
tention for a product that could never 
have attained it alone. At Erie, Pa., 
the Trask store used college girls as 
demonstrators. They set prize tables, 
demonstrated’ ranges, baked cakes, 
selected bridal shower gifts—all as a 
tie-up for mother’s day. Sales soared. 

Mare Connelly once laughingly 
wrote an epitaph for himself. It 
read: 


Here lies the Body 
of 
Marc Connelly 
Who? 


The short cut to fame—and an 
epitaph of which no one will say 
“Who?” is to ask that question, 
“Who?” every time you plan an ad, 
a window—any other important step 
in your business. 

Ask yourself: “Who can I tie this 
up with?” 








FREE—Your .copy of “The Showman- 
ship YVardstick” is still available. Just 
mail us a self-addressed stamped envelope 
and we will return the “Yardstick” a 
valuable check list of showmanship ele- 
ments. 
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/_ SPOTLIGHT 











for Home and Industrial Trade 








MODERN DESIGN 


OND presents Stylo! Designed to appeal to the 
lady buyer — an excellent gift — handy in home, 
camp or car. Practical and dependable. Cases are 
seamless brass. Decorated with plastic lacquer in a 
conservative, pleasing modernistic design of great 
beauty. Construction details are otherwise identical 
with No. 2201 described in opposite column. .. . Deal 
consists of 6 Spotlights—3 chrome, blue and gray—3 
chrome, maroon and black—with 48 Bond Mono-Cells 
and FREE display. Retail, each complete $1.25. 


Deal No. 45: Retail value . . $11.10 
Dealer net price for Complete Deal 7.22 
Dealer Profit (NOW 35% ) 3.88 


INCREASED PROFIT 


OND Fibre Chrome, the hard-wearing constant 
companion of those who must depend on strong 
white light for safety and efficiency. Improved pre- 
cision-built 2-in-1 3-position Safety Lock switch pre- 
vents “shorts.” Friction lock in focusing device holds 
“spot.” Candlelite. 2 spare-bulb carriers. Beveled- 
edge clear lens. Shock absorbers. Features that get 
sales to industrials, etc. Deal consists of 6 No. 2201 
identical Spotlights and 48 No. 102 Bond Mono- 
Cells. FREE display. Retail, each complete $1.25. 


Deal No. 44: Retail value . . $11.10 
Dealer net price for Complete Deal 7.22 
Dealer Profit (NOW 35%) 
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Your dealers can impress their cus- 
tomers with the importance of appli- 
ances in preparing that morning meai 


| 1 ees might be some truth to 
that trite, well-worn expression, 

‘Opportunity Knocks But Once.” 

At any rate, “Opportunity” is going 
to be aknockin’ at many a door in 
October, for NEMA has developed 
a plan to get thousands of house- 


toasters, coffee makers, waffle irons, 


| 
| wives excited about roasters, 
| mixers and all the other table appli- 


ances. 


| In June a somewhat similar cam- 
paign added thousands of electrical 





gadgets to wedding present lists and 
this current program should prove 


even more effective. ° 

Maybe the American woman is Crackin 
becoming lazy, or maybe all of us & 
are becoming somewhat informal. 
Whatever the cause, the day of buf- 


fet style entertaining is Gattely cd 
ba eaborrenranys tog The Appliance Market 


an integral part of the buffet table. 


8 enon nnn apa AR RUE HT 


Promotion Tie-Ins 

2 

It is on this trend that the pro- : 
motion program has been based. ‘ 


The Electrical Housewares Com- 


mittee is cooperating with Better In October the Electrical Housewares Pro- f 
Homes and Gardens magazine in gram of NEMA is staging a strong, hard-hit- / 
this effort. Around: a 32-page ting campaign to enlighten Mrs. America on ; 
booklet, titled ‘Electric Buffet En- i 


tertaining,” revolves the campaign. the part appliances play in buffet entertaining 


l Fae Huttenlocker, associate editor 
| of the magazine and a well-recog- nized authority on table settings 
and arrangements, prepared the 
booklet. It contains a number of 
illustrated table settings, menus and 
recipes. It is entirely practical, 5 
consequently will be accepted and . 
used by all women who receive it. 
For many years, wholesalers and 
dealers have been requesting their 











Fae Huttenlocker’s suggestion for a 
Hallowe’en table includes a roaster, 
coffee maker and roll warmer 
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manufacturers to supply promotion 
material containing definite sugges- 
tions on the ase of appliances. This 
should solve that situation, for the 
booklet contains plenty of material 
showing how and when appliances 
can be used, in the home. 

In addition to this booklet, which 
will have a circulation of 500,000, 
the promotional program includes 
a plan-book describing the activity 
and suggested tie-ins. Window 
posters, playing up Electric Buffet 
entertaining, are also available. 
Counter display cards will also be 
used by retailers to “sell” the pro- 
gram to the public. Better Homes 
and Gardens will carry an adver- 


tisement to its 1,500,000 readers. 


The Wholesaler’s Part 

Wholesalers will be responsible 
for a considerable portion of the 
success of the campaign, so these 
suggestions are offered to whole- 
promotion : 

1. Contact local utilities or 
NEMA tto ascertain that a suffi- 
cient number of booklets will be 
distributed in the territory. 

2. Visit utilities and offer to co- 
operate on the effort. 
saler’s salesmen for tying-in on 


When the party’s over, today’s house- 
wife can fix up a meal in jig-time 
with the aid of electric appliances 


3. Plan good window and _ store 
displays with dealers. Sample 
tables, following the suggestions 
in Fae Huttenlocker’s book, should 
click. 

4. Take a peek at your stock to 
see that plenty of table appliances 
are on hand. 


Back Patting 


A number of people have already 
studied the plan and believe that it 
will go over with a bang. 

A prominent wholesaler says, 
“This is right down our alley. We 
are pushing small appliances this 
fall and during the holidays, so we 
can make fine use of this Buffet 
Service Promotion.” 

A home economist, who has con- 
ducted a test-display, states, “You 
will be interested to know that we 
have never had an appliance dis- 
play which created more enthusias- 
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tic interest. Scarcely a _ person 
passed the display without stopping. 
We plan to use a larger selection of 
table setting displays during the 
fall and Christmas. period.” 

The merchandise manager of a 
department store is also pleased 
with the program. He says, “The 
buffet and table settings incorporat- 
ing electrical appliances is a ‘na- 
tural.’ For a long time we have 
tried to put some ‘swank’ behind 
electrical appliances and this seems 
to be the answer. It also displays 
other products such as linens, china, 
glassware, and so forth, which we 
sell. We are certainly going to use 
this idea.” 

A pre-test of the plan was re- 
cently held in the display room of a 
western utility. The display was 
liild one week, and during that 
period, more than a_ thousand 
women requested additional recipe 
sheets. 

This merchandising plan pos- 
sesses all the sales elements. It cre- 
ates attention and interest; creates 
enthusiasm and desire. To date the 
small appliance sales volume is far 
above last year and this program is 
going to help the industry enjoy a 
record-breaking year. 
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WHAT'S THE WORD? 


O. Criets of the Hurley Machine Co. has an interested audience in W. P. Shields and 
Earl Latham of E. B. Latham & Co., New York City. It must be a discussion of washers, 
for Earl Latham heads the appliance department of the distributing firm and Shields 
has charge of washer sales. 





resenting 


WINNERS 


Three members of Greusel Distributing 
Co., Milwaukee, who were recent winners 
in a Thor contest for distributors’ sales- 
men. The washer "pushers" are C. M. 
John, P. F. Dean and M. J. McCuen. 








ONE FIRM REPRESENTED 


These fellows and the cameraman attended a recent gathering staged by the Brooklyn 
dealers association. Members of the firm of Weiss-De Veau Co., they are, L. Gerson, 
M. Jamison, A. E, McLaughlin, N. Malitsky and R. S. Cirincione. 





Now Sales Manager 


Morton Gilde, who has been singing the 
praises of Easy washers since 1920 is now 
general sales manager. In 1924, Morton 
was made manager of sales for the New 
York Division. He continued in that job 
until the recent promotion was announced 
by President J. C. Nelson. Gilde will 


live and headquarter in Syracuse, 





HELLO, HELLO, HELLO 


Giving the glad hand to one another at 
a recent meeting are H. R. Owen of 
Landers, Frary & Clark and R. H. Mc- 
Mann who heads the New York distribut- 
ing firm of R. H. McMann, Inc. 





FEATURES APLENTY 


"There's another feature that should 
get ‘em", says C. A. Gilmore, district 
manager of the Rutenber Electric Co. 
Max Geisler, sales promotion manager 
of The Harry Alter Co., Chicago, is all 
eyes and ears as he gets the latest dope 
on the Marion range. 
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NEWAS Commodity Committees 





Apparatus and Control 


Karr Parker, chairman, McCarthy Bros. 
& Ford, Buffalo; H. J. Baitinger, Baitinger 
Elec. Co., New York; M. H. Blumberg, 
Madison Elec. Co., Detroit; H. C. Clarke, 
Crescent Elec. Co., Detroit; H. W. Desaix, 
Watson-Flagg Sales Corp., Paterson, N. J.; 
T. M. Jones, G. E. Supply Corp., Bridge- 
port; L. S. Klose, L. R. Klose Elec. Co., 
Kalamazoo; E. D. Knight, Virginian Elec., 
Inc., Charleston; R. A. Scott, Tristate 
Electrical Supply Co., Hagerston, Md. 


Armored Conductor 


H. D. Roseth, chairman, Co-Op Elec. 
Supply Co., Chicago; R. Beller, Beller Elec. 
Co., Newark; R. D. Glennie, G. E. Supply 
Corp., Buffalo; E. A. Jones, Havens Elec. 
Co., Albany; R. L. Simon, Metropolitan 
Elec. Dist., Inc., New York; E. W. Wilson, 
Hampden Elec. Supply Co., Springfield. 


Batteries and Flashlights 


H. C. Calahan, chairman, G. E. Supply 
Corp., New York; C. H. Albee, C. S. Mer- 
sick & Co., New Haven; W. H. Bechtold, 
Iron City Elec. Co., Pittsburgh; D. S. 
Kelley, Jr., Ostrander Elec. Supply Corp., 
New York; A. E. Loeb, Loeb Elec. Co., 
Columbus. 


Conduit 


D. L. Fife, chairman, Fife Elec. Supply 
Co., Detroit; W. S. Blue, Columbian Elec. 
Co., Kansas City; W. J. Drury, Graybar 
Elec. Co., New York; A. H. Kahn, G. E. 
Supply Corp., Chicago; C. H. McCullough, 
W. T. McCullough Elec. Co., Pittsburg; H. 
E. Rasmussen, Peerless Elec. Supply Co., 
Indianapolis; H. O. Smith, Hardware & 
Supply Co., Akron. 


Conduit Fittings, Outlet Boxes 


J. H. Gleason, chairman, Graybar Elec. 
Co., Chicago; August Kubec, Kubec Elec. 
Co., Chicago; T. C. Treadway, Treadway 
Elec. Co., Little Rock; H. H. Tully, Dou- 
bleday-Hill Elec. Co., Pittsburgh; W. Turn- 
er, Turner Elec. Supply Co., Detroit; W. 
Wick, Lindley Elec. Supply Co., Phila- 
delphia. 


Fan Motors 


C. W. Johnson, chairman, Johnson Elec. 
Supply Co., Cincinnati; J. B. Dunn, Tower- 
Binford Elec. & Mfg. Co., Richmond; L. L. 
Hirsch, Electrical Supply Co., New Or- 
leans; C. McKew Parr, Parr Elec. Co., 
Brooklyn; W. L. Perry, Perry-Mann Elec. 
Co., Columbia, S. C. 


Industrial and Commercial Lighting 


W. Williamson, chairman, Westinghouse 
Elec. Supply Co. New York; W. W. 
Booth, G. E. Supply Corp., Bridgeport; 
E. J. Dailey, Graybar Elec. Co., New York; 
O. E, Frankenbush, Hawkins Electric Co., 
Chicago ; R. L. Knopp, Capitol Elec. Supply 
Co., Lansing; W. G. Thomas, Mill-Power 
Supply Co., Charlotte. 


Lamps 


F. R. Eiseman, chairman, Revere Electric 
Co., Chicago; F. S. Baldwin, Baldwin-Hall 
Co., Syracuse; W. I. Bickford, Iron City 
Elec. Co., Pittsburgh; H. W. Gee, Gee 
Elec. Co., Wheeling; B. T. Hare, Rumsey 
Elec. Co., Philadelphia; E. A. Hawkins, 
Graybar Elec. Co., New York; Sam Rosen- 
thal, Hyland Elec. Supply Co., Chicago. 


Operating Cost 


J. G. Johannesen, chairman, G. E. Supply 
Corp., Bridgeport; W. J. Kranzer, vice- 
chairman, Crannell, Nugent & Kranzer, Inc., 
New York; L. M. Nichols, secretary, G. E. 
Supply Corp., Bridgeport; W. B. DeForest, 
Graybar Elec. Co., New York; W. M. Dick, 
Westinghouse Elec. Supply Co., New York; 
A. L. Perry, Graybar Elec. Co., New York; 
W. Williamson, Westinghouse Elec. Supply 
Co., New York. 


Outside Construction Materials 


G. F. Hessler, chairman, Graybar Elec. 
Co., New York; L. A. Bodkin, Electric 
Supply Co., Des Moines; H. Czech, West- 
inghouse Elec. Supply Co., Milwaukee; 
J. G. Johannesen, G. E. Supply Corp., 
Bridgeport; R. A. Peck, American Elec. 
Co., St. Joseph; J. B. Terry, Terry-Durin 
Co., Cedar Rapids. 


Radio and Tubes 


P. Stern, chairman, Interstate Elec. Co., 
New Orleans; J. W. Chew, Gross Chew 
Elec. Co., Philadelphia; W. H. Clarke, G. 
E. Supply Corp., Bridgeport; E. E. Greene, 
Southern Tier Elec. Supply Co., Bingham- 
ton; C. B. Peck, Charleston Elec. Supply 
Co., Charleston, W. Va.; T. C. Tonkin, 
Casper Supply Co., Casper, Wyo. 


Ranges and Water Heaters 


H. I. Sackett, chairman, H. I. Sackett 
Elec. Co., Buffalo; C. J. Litscher, Litscher 
Dist. Co., Grand Rapids; C. J. Matthews, 
Matthews Elec. Supply Co., Birmingham; 
N. Newman, West Philadelphia Elec. Sup- 
ply Co., Philadelphia; R. A. Shackleford, 
G. E. Supply Corp., Nashville. 
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Refrigeration 


D. H. O’Brien, chairman, Graybar Elec. 
Co., New York; S. S. Front, The Front 
Co., Wheeling; D. A. Hughes, Langdon & 
Hughes Elec. Co., Utica; J. S. Isaacs, City 
Elec. Co., Syracuse; C. R. Pritchard, G. E. 
Supply Corp., Atlanta. 


Residential Lighting Fitures 


J. I. Bogdan, chairman, B & B Elec. Co., 
Cincinnati; A. N. Anixter, Englewood Elec. 
Supply Co., Chicago; T. D. Cook, Cook 
Elec. Supply Co., Oklahoma City; S. Kap- 
lan, Belasco Elec. Supply Co., Chicago; 
L. A. Meron, Sacandaga Elec. Supply Co., 
Fort Edward, N. Y.; C. A. Peer, Wether- 
bee Elec. Co., Oklahoma City; C. W. 
Tholen, Tholen Bros. Supply Co., Leaven- 
worth, Kan. 


Small Socket Appliances 


W. J. Kranzer, chairman, Crannell, Nu- 
gent & Kranzer, Inc., New York; M. W. 
Bedient, L. A. Woolley, Inc., Buffalo; S. 
Boardman, Franklin Elec. Co., Philadelphia ; 
E. J. Coyle, Colonial Elec. Co., Philadelphia ; 
John Dunn, Sager Elec. Supply Co., Boston; 
L. G. Moore, Jr., G. E. Supply Corp., 
Bridgeport; G. S. Steiner, Steiner Elec. Co., 
Chicago. 


Ventilating and Air Conditioning 


R. A. Querbes, chairman, Interstate Elec. 
Co., Shreveport; G. K. Heyer, Graybar 
Elec. Co., New York; F. J. Hopperton, 
Elliott Elec. Co., Cleveland; G. H. Jacob, 
Miller-Selden Elec. Co., Detroit. 


Washers, Ironers, Cleaners 


R. J. Brown, chairman, G. E. Supply Corp., 
Bridgeport; R. G. Berley, Westinghouse 
Elec. Supply Co. Dallas; K. S. Gorke, 
H. J. Gorke Estate, Syracuse. 


Wire and Cable 


H. B. Tompkins, chairman, Westinghouse 
Elec. Supply Co., New York; R. H. Adams, 
Hendrie & Bolthoff Mfg. & Supply Co., 
Denver; W. J. Kranzer, Crannell, Nugent 
& Kranzer, Inc. New York; C. E. Mason, 
Novelty Elec. Co., Philadelphia; J. M. 
Newton, Oakes Elec. Supply Co., Holyoke; 
A. C. Prange, G. E. Supply Corp., Bridge- 


port. 


Wiring Devices 


W. F. Perry, chairman, Doubleday Hill 
Elec. Co. of the South, Washington; J. C. 
DuPont, Jr., Lighting Fixture & Elec. Sup- 
ply Co. New Orleans; W. C. Kingman, 
Canfield Supply Co., Kingston; L. W. 
Korsmeyer, The Korsmeyer Co., Lincoln; 
M. W. Nichols, Nichols Elec. Co., Dayton; 
William Weiss, Graybar Elec. Co., Chicago. 
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Two Popular Sale: 


Use these two free books in 
talking rewiring problems with 
industrial plant owners 


**T hese books are an immense help in making recommen- 
dations to plant owners.”’ —an electrical contractor 


**An excellent plan to develop sales.” 
—an electrical wholesaler 


"Fine material—it’s making business for us.?? 
—an electrical contractor 


HE statements quoted above are typical of many we have 

received from persons in the electrical industry. They show 
that the two free books shown here are of real value. They “open 
the door” to profitable wiring contracts. 


Why don’t you get these books and use them in your selling? 
The “Industrial Wiring Survey” tells how to initiate a scientific 
check-up of electrical circuits. It enables you to get the indus- 
trial plant manager to do something about rewiring. 


The “Industrial Guide for the Selection of Wire & Cable” 
tells how to correct situations revealed by the survey. It is the 
only book of its kind in the electrical industry! Together, these 
two books give you a definite program to present tothe plantowner. 


Right now the stage is set for action. In ads in national mag- 
azines like the one shown here, we are telling the industrial 
executive: ““Modernize antiquated electric circuits.” Estimates 
reveal that 9 out of 10 industrial plants today are losing money 
needlessly through faulty wiring. 


By telling the executive how to save, you promote the sale of 
modern equipment. Join in this campaign, as so many other con- 
tractors and wholesalers are doing. The first 

step is to send for these free books. Use 
the convenient coupon at right. ST658A 





General Offices: 25 BROADWAY, NEW YORK e Chicago Office: 20 NORTH WACKER DRIV! 
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MODERNIZED WIRING AlDs PLANT 
OPERATION IN THESE SIx Ways 
1 Prevents breakdowns that retard Production 
4nd cause labor £0 lose wages 
2 Prevents light losses 
Machines due £0 vol 
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Permanenc Saving 


Overloaded Circuits lead 0 break. Up of circuits reveals, 
downs. Men and machines Stand idle Write for these books. Then pur 
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THE AOBVENTURES OF HARD 





LUCK SAM 





By "Duke" Smith 


Woof! WOOF! 





Dear Phil :— 


When am I going on my vacation, 
you ask? Next Monday, son, but the 
prospects for a pleasant time are dim- 
mer than a dead fish’s eye. If my 
brains was TNT, they wouldn’t blow 
my hat off. I pulled a fast one on 
Alice and it busted in my face and my 
stock is 10 points lower than Rattle- 
snake, Common—I am in the Dog 
House for the duration of hostilities. 

It all come from a dumb idea I had 
to mix my business with Alice’s 
pleasure and kill two birds, etc. You 
see, she has a favorite niece who 
moved to Flat Rock almost a year 
ago and she has been ‘after me ever 
since to take her down there for a 
short visit. Not that I didn’t want to 
go, but you know how it is, I always 
had too much to do at home and kept 
putting it off. 

Then, last Saturday morning at 
eight-thirty, something bobbed up in 
our shipping-room which gave me a 
chance to dish out some of Sam’s 
super-service and at the same time put 
myself 100% right with Alice. It 
seems that Joe Hawkins, Missouri 
Electric Co., in Flat Rock, had wired 
us Friday P. M. for some explosion 
proof fittings which he must install in 
a new gas-station job on Saturday, so 
they could open on time. Now the 
shipping-clerk discovered someone had 
laid an egg and shipped the package 
to Missouri Electric Construction Co., 
clear across the state. 

I knew Hawkins pretty well, having 
sold him when I was on the road, and 
soon as I heard Flat Rock, the great 
idea was born. I told the boys to 
wrap up a duplicate shipment and I 
would take it myself. Then I phoned 
Alice. “Hello, Sugar,” I says, “How 
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would you like to drive down to Flat 
Rock this morning and see Jose- 
phine?” “Oh, this is so sludden, 
Dearie,” she cracks, “Did you buy 
yourself a heart at the butcher’s, or 
have you been at that bottle in the 
boss’ desk again?” “Now, don’t be 
like that!” I snaps, “That’s what I 
get for leaving my work to gratify 
your whim. Get ready quick, I’ll pick 
you up in half an hour; it’s only 70 
miles and we'll be there for lunch.” 

It was plenty hot when we pulled 
away from the house and got hotter 
every mile. I figured the faster I 
went the more breeze we would get, 
and I was doing 70 this side of La 
Salle when Alice shows me the water 
needle up in the red. Pulling into a 
gas-station, I found I had been run- 
ning wide open with a gallon of wa- 
ter and a busted fanbelt. Some fun, 
but that was only a sample. Just in- 
side of Flat Rock, on some rough 
pavement, I gave her the gun too fast 
in second and cracked an axle. 

The garage boys pulled me in and 
they had the axle in stock, but as it 
would take half an hour to replace, I 
left Alice there and went up a few 
doors to a tavern for cigarettes. The 
bartender happened to be a reformed 
ball-player I used to know, and what 
with hoisting a few Lagers and re- 
playing the 1922 World Series, the 
first I knew an hour was gone was 
when I glimpsed Alice through the 
window, biting her arms to keep her 
temper up. 

Outside, I tried to explain, but I 
was more kinds of a bum than a 
sheriff could name, beering up with 
a broken-down shortstop under a ceil- 
ing fan, while she roasted in a greasy 


garage and if this was my idea of a 
treat she would take sightseeing in 
Death Valley. On top of that she had 
called up Jo’s house and the maid said 
Jo had gone to Jeff City for the week- 
end and how did I like those apples? 

That was the pay-off, Phil, espe- 
cially as she wanted to head for home 
right now. I begged like a dog (which 
I am for a while now), and told her 
we would just have to go up to the 
hotel for lunch and to cool off. I 
finally sold her and all through lunch 
I kept telling her that anyhow I tried 
hard and that I couldn’t help it if Jo 
wasn’t home, and I would buy her any- 
thing she wanted if she would turn 
off the refrigeration. 

Now I had to deliver those fittings, 
so I told her to stay under the fans 
while I got gas and checked the axle 
before starting home. I shot over to 
Hawkins’ place and when I dumped 
that mass of iron inside I felt like a 
killer getting rid of the body. Hawkins 
was out, unfortunately, but the girl 
said she would shoot the fittings out 
to the job and tell him just what 
happened. 

Going back to the hotel, I told Alice 
we should at least run over to Jo’s 
place and take a look at it and maybe 
leave a note. We did that and the 
maid said Jo would be wild when she 
knew we missed her (not half as wild 
as Alice was), and we should come 
down again soon, but let them know. 
So that was that and we headed up- 
town to go home. 

Taking a short cut to Main street, 
all of a sudden I saw a brand-new 
filling station and unconsciously 
slowed down, wondering if that was 
where the fittings went. I didn’t have 
long to wonder. Loud and hearty it 
came: “Hello, there, Sam!” and who 
runs out to the car but Hawkins! I 
introduced him to Alice and it was 
just like a guy started one for your 
chin and you was paralyzed and 
couldn’t duck it. “Sam,” says Haw- 
kins, “that was a swell favor you did 
me, driving way down here to deliver 
me those fittings, so I could finish my 
job on time. I really ought to pay 
you what it cost you to do it.” 

Har! Har! Har! What it cost me 
to do it, eh? One-eighty for gas and 
oil, six-bits for the fan-belt, nine-fifty 
for the axle and the love of a fine 
wife like Alice. He should be so 
rich! Well, Phil, I will now gather 
me some clean straw and a pan of 
water and retire to the kennel, and I 
hope that Airedale that ran away took 
all the fleas with him. 


Sam. 
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©e0e not heavy handed / 


The mere fact that the candidate for a given production job at 
Triangle has a flair for the work is but a step toward his en- 
gagement. Only until this flair plus continued accuracy is demon- 
strated can he be accepted into the coterie of production men. 
There is a broad distinction . . . and even though it did not 
improve the product it certainly is conducive toward right 
customer relations ...so Triangle rewards ACCURACY because 







accuracy rewards Triangle. 


TRIANGLE CONDUIT & CABLE CO., INC. 


Horace Harding & Queens Bivds. ELMHURST, NEW YORK CITY, N. Y. 


be right! 


September 1937 — ELECTRICAL WHOLESALING 39 


























Monday’s Wash Day 
———= CONTINUED FROM PAGE 9=—= 


ers. To put on the show, he hires 
a colored gal by the name of Eliza- 
beth Ming, who, he claims, is the 
best demonstrator he has seen in 
action. She has been working for 
him since the days when he was 
traveling for Hurley and he has 
yet to see the time when at least 
one washer or ironer wasn’t sold 
during a demonstration period. 

Walter believes that dealers 
should follow customers within a 
month of the time they have bought 
an appliance. It is during these 
first weeks that the housewife is 
proud and given to showing off her 
new washer or ironer and chances 
are that some of her neighbors or 
friends might have come, seen, and 
been impressed. 

This New York salesman _re- 
ports that the best outlets for wash- 
ers and ironers are utilities and ap- 
pliance stores specializing on major 
appliances. Next come department 
stores, then furniture stores, fol- 
lowed by high grade hardware 
stores and finally contractors. 

Walter works. closely with the 
other salesmen of E. B. Latham. 
Whenever one of them requests a 
bit of specialized help on a prospect 
or a dealer who hasn’t been selling 
enough, Shields hops in his car and 
goes to work. He’s the washer and 
ironer specialist in Manhattan, Long 
Island, Staten Island and Westches- 
ter and in that territory has made 
many a mediocre account “see the 
light’’ and develop into a real mer- 
chandiser. 





Please Mr. Manufacturer 


ameeeCONTINUED FROM PAGE 10 


Portable lamp manufacturers have 
done their styling well. It can be 
done just as well by the manufacturer 
of lighting fixtures. It must have to 
be done, if we want to remain in the 
fixture business. When style is elim- 
inated and mere foot candles of il- 
lumination substituted, a fatal blow is 
struck at the present set-up of the 
lighting fixture business, and a gloomy 
future remains for what should be a 
bright industry. Unless something 
happens, three or four big electrical 
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manufacturers, who now produce 
radios, appliances and motors, will 
eventually be the principal manufac- 
turers of lighting fixtures. They will 
have standardized lines of lenses and 
reflectors, sold by catalog numbers. 
The business will move into a very 
few stronger and more powerful 
hands. All we will have, will be in- 
direct or cove lights to be set perma- 
nently into the walls or ceilings. Like 
radios and clocks, when set into the 
walls, they will function only for ef- 
ficiency, not for decorative value. 
Lighting will become purely utili- 
tarian. 

Manufacturers of automobiles 
realized that their customers wanted 
streamlining—and gave it to them. 
Clothes follow changing style trends. 
The brass bed that mother proudly 
started housekeeping with is “out.” 
Today’s bride prefers walnut or maple 
or mahogany, in period styles, to fit 
her new home. Lighting fixtures have 
changed somewhat, but not enough. 
Another decade will see the decline 
and fall of the lighting fixture in- 
dustry, unless manufacturers face the 
problem squarely, and really do’ some- 
thing about fixture design. 


Small Fixtures Required 


An example of the unsuitability of 
present-day fixtures is a number of 
neat new hall units which we now 
have in stock. If they were hung in 
the typical 7-foot, 10-inch hall, a six- 
foot man would get a smart crack on 
the head unless he ducked every time 
he entered his home. If I were build- 
ing a new home, I’d turn thumbs 
down on a lighting unit longer than 
10 inches. 

To meet the demands of the resi- 
dential lighting market, fixtures must 
not only be re-designed but re-sized. 
Size must be dependent upon the size 
of the room. Most of the new homes 
today are in the $6,000 to $13,000 
price range, varying with the locality. 
The average ceiling is from 7-feet, 8- 
inches high, to 8-feet, with compara- 
tively few as high as 8 feet. 





In rooms of this height, living room 
fixtures should never be longer than 
6 to 8 inches, and 4 to 5 inch lengths 
would be preferable. Width should 
not exceed 9 to 12 inches. 

Even the kitchen light today is large 
and clumsy. When a common kitchen 
ring, about 5 inches long, and a day- 
light globe from 6 to 7 inches long 
is used, the whole unit is at least one- 
third too large. 

A five-light dining room fixture for 
the average home should be no longer 
than 18 inches and no wider than 14 
to 16 inches. 

Lighting fixtures as they are now 
made, look, in the average new home, 
about as appropriate as brown-and- 
white sport shoes with a_ tuxedo. 
Maybe lighting fixture manufacturers 
just don’t realize this fact. They 
certainly do not seem to appreciate it. 


Let’s Stop the Strike 


The sit-down strike on the part of 
builders and owners against buying 
residential lighting fixtures has been 
gaining momentum for about five 
years, and is now becoming serious. 
The public wants a change and nat- 
urally accepts the new flush and cove 
indirect lighting, to get away from the 
general run of hideous monstrosities 
that a great many manufacturers 
seem to think are lighting fixtures. 

The trend of today is to smaller, 
better things. Architects, furniture 
manufacturers, radio manufacturers 
and makers of portable lamps fol- 
lowed along. Fixture manufacturers 
can do it, too. A closer application to 
period style and decorative value, with 
more stress on style and less on foot 
candles, will lift residential lighting 
and set it upon the important plane 
it deserves. 


AT THE COUNTER of Silver's Electric 
Supply Co., Philadelphia, we see two 
boys who help keep the wheels arollin’ 
and another gentleman who will have 
to wait a few months ‘before tossing 
conduit around. From the left, I. Silver, 
Stanley and Morris Silver. 
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INSIST UPON GENUINE SAFECOTE 
FOR YOUR PROTECTION 


SAFECOTE LABORATORIES ARE AT YOUR DISPOSAL 
SAFECOTE PERFORMANCE SPECIFICATIONS UPON REQUEST 
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155 EAST 44th STREET, NEW YORK CITY 

















Selling Buffalo’s Public 


=_—<—<=CONTINUED FROM PAGE ||=—— 


venience outlets and also a built- 
in electric heater. 

The guest room provides an inno- 
vation in the form of a large com- 
bination closet and dressing-room 
which, like the rest of the house, 
is air-conditioned. 

The tour concludes with the base- 
ment containing the oil burner, heat- 
ing and air conditioning equipment, 
also a very complete laundry con- 
taining no less than three ceiling 
lights with RLM reflectors, one 
over the sorting table, another over 
the laundry tubs and washing ma- 
chine and a third over the ironer. 


Four Per Cent 


This house, without land, can be 
duplicated for between $18,000 and 
$20,000, and the cost of electrical 
wiring and equipment runs a little 
better than 4 per cent of this total. 

Another 5-Star. home, located 
nearby, can be duplicated without 
land, for $8,500. This is a Kelvin 
home, thoroughly insulated, air- 
conditioned and containing all of 


ONE BUYS; TWO SELL. A little 
close harmony by three veterans of the 
Columbian Electrical Co., Kansas City. 
Left to right: Harry Covell, buyer, 
knows what to buy because he. studies 
the merits and applications of all items 
submitted; O. R. Courter sells con- 
tractors and gives them what they need. 
and A. P. “Mickey’ McGuire (without 
stogee) who serves industrials success- 


fully. 


the major features of the more ex- 
pensive house. 

The public of Buffalo, due to this 
5-Star program, is becoming def- 
initely conscious of what constitutes 
adequate wiring and adequate light- 
ing in the modern home. They are 
also gaining familiarity with the 
conveniences of modern electrical 
appliances. Wholesaler’s salesmen 
in this area can be depended upon 
to utilize these homes to the limit. 
Both they and their contractor 
customers will find it far easier to 
secure four per cent of the build- 
ing dollar for the electrical industry 
after the prospective home owner or 
the prospective builder. has been 
taken on a tour of these two dem- 
onstration homes. 





What The Wholesaler Does 
For The’ Contractor 
=== CONTINUED FROM PAGE [5—sene 


business activity, itis necéssary™.to 
organize and band: not as one group, 
but as the four great branches of the 
industry—the manufacturer, © whole- 
saler, contractor-dealer and utility, so 
a united front can be maintained 
against the encroachment which is 
being made upon business today. 

The biggest business in this country 
is government. It is most loosely man- 
aged. It is being operated on theory 
and not on practice. The experiments 
today, many of which have been most 
costly to the tax payers, have proven 
flops. Industry should not be too 
absorbed with the present problems of 
its individual occupations to overlook 
the fact that every one is charged 











with the responsibility, in his own 
community, of giving some thought 
to the future of industry as a whole. 








CRACK GOLFER. Although he wasn’t 
on the golf course when the photogra- 
pher snapped this picture, Mr. Grabner 
of the General Electric Supply Corp., 
Chicago, might have been thinking 
about one of those rolling courses. At 
the recent golf meeting of the Chicago 
Electrical Wholesalers Association, he 
walked off with the prize for low gross. 





Personnel Changes Announced 
By Edison General Electric 


Announcement has been made of the 
appointment of H. C. Faden to the 
newly created post of assistant to vice- 
president and general manager A. D. 
Byler, of the Edison General Electric 
Appliance Company, Chicago. Mr. 
Faden’s duties will be concerned with 
coordination of sales estimates, manu- 
facturing orders, factory schedules, ma- 
terial purchases, and allocation of work 
among factories. 

Several promotions in the factory 
personnel were also announced by Mr. 
Byler. I. A. Rose was appointed di- 
rector of purchases and production; 
A. H. Behnke was appointed assistant 
director of purchases and _ production. 
Succeeding Mr. Rose as Chief Inspec- 
tor is W. Uhlir. E. M. Shaw, super- 
intendent of maintenance will add to 
his duties and title the duties of con- 
struction engineer. 


Telechron Sales Conference 


Warren Telechron Co., of Ashland, 
Mass., held its 1937 sales conference 
recently, at St. John, New Brunswick. 
During the conference, district man- 
agers and sales executives studied the 
new models, sales policies and the com- 
pany’s fall promotional campaign. 
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OTHER THINGS BEING EQUAL 
WHICH ONE WILL SHE CHOOSE? 





HE’LL buy the one that her judgment tells her is the better 
—the one equipped with a General Electric motor. She isn’t 
going to take a chance on a make of motor she doesn’t know, when 


one that she recognizes to be of high quality costs her no more. 


Of course, the choice isn’t as easy as that pictured, for two appli- 
ances are seldom so nearly alike. But the fact remains that buyers 
are strongly influenced by the sales voice of quality. Thus, G-E 
motors, because they have a reputation for high quality, give pros- 
pects added confidence in your appliances—amplify the voice of 


quality and make selling easier. 


Today, millions of household appliances are equipped with G-E 
motors because these motors are designed and built to give lasting 
satisfaction. General Electric Company, Schenectady, New York. 





HIGH-QUALITY 
FEATURES OF G-E 
MOTORS 


Indestructible rotor—a one- 
piece cast-aluminum rotor 
winding that cannot become 
open circuited or burn out. 
Resilient mounting—-rings .of 
live rubber isolate all motor 
vibration. Operation of the 
motor is almost inaudible. 
Protected windings — stator 
windings thoroughly bonded 
together and treated to resist 
heat, moisture, abrasion, and 
mild acids and alkalis. 
Reliable centrifugal switch— 
positive-acting, quiet, and rust- 
proofed for long life. 


LET G-E MOTORS HELP YOU SELL 


_ GENERAL @ ELE 
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TRENDS [Nn COMMODITIES 





A monthly review of sales opportunities 


and market trends in various commodities. 





TIME SWITCHES 


In the July issue it was mentioned 
that one manufacturer has provided the 
trade with imprinted tags for hanging 
on the doors of commercial establish- 
ments that should be using time 
switches. 

Any electrical contractor who goes 
after time switch business in this way, 
or in any other effectively way, will 
pick up a lot of additional business in 
lamps, reflectors, spot light, and wiring 
accessories. Time switches are now 
made better than ever and cost less, so 
that it is easier to make sales. When- 
ever a time switch is sold, the equip- 
ment it controls is improved or added 
to. It is also a good gadget to open con- 
versation with and make a storekeeper 
think about his lighting equipment. 

In the heating field, time switches 
have been of great assistance to whole- 
salers in building up electrical supply 
business from heating contractors. The 
combination of automatic early morn- 
ing heat and consistent fuel saving 
makes this the largest potential field for 
time switches. Fortunately there is a 
decided trend toward the employment 
of experienced electricians to connect 
up heating controls, and the directions 
for connecting time switches into the 
various types of thermostat circuits are 


GOOD CROWD. Most of the boys are 
with the West Philadelphia Electric 
Supply Co. From the left, standing, 


Herman Greenberg, Phil Schaeffer, B. F. 
Clark, Paranite, N. Segal, Sol Newman 
and J. J. Smith of Chase Shawmut. 
The boys in the catcher’s positions are 
Ben Segal and Harold Newman. 





simple and easily understood. Again, in 
heating as in lighting, both convenience 
and economy are best served by a time 
switch. 

Few electrical contractors realize the 
present opportunities for the sale of 
time switches in connection with com- 
mercial _ refrigeration in restaurants, 
delicatessens, meat markets, and so forth. 
The majority of these installations are 
considerably improved by daily time- 
controlled defrosting. The refrigera- 
tion contractor, however, is not inter- 
ested in this because he is trying to sell 
the latest types of equipment which do 
not need to be defrosted in this way. 
That makes the electrician, who knows 
how to install a time switch to defrost 
the present equipment, a welcome visitor 
on this subject. One manufacturer has 
recognized this situation clearly and 
solicits this type of business with the 
slogan, “Let your Electrician Improve 
your Refrigeration” and special folders 
are issued on this subject to help the 
electrical contractor make sales in this 


field. 


MOTOR CONTROL 


One representative of a motor con- 
trol manufacturer began selling his 
product through wholesalers in spite of 
the fact that the company policy was 
to sell direct. He found that by giving 
support and cooperation along educa- 
tional lines to wholesalers and their 
salesmen, he was enabled to obtain much 
more business than he had previously 
while selling direct. 

He felt that the early days of control 





equipment necessitated exploitation by 
factory salesmen direct, but with in- 
creasing usage of the commodity by in- 
dustry, it was time for wholesalers to 
step in and do the job. 

His experience is quite typical of 
competitive salesmen who also realize 
that the wholesaler can do a bang up 
job if given some encouragement. 


ELECTRIC HAMMERS 


The field for electric hammers as well 
as other tools including the drill, 
grinder, buffer, and so forth can not 
be confined to any one type of market. 
In last month’s issue, it was pointed 
out how contractors can save time and 
money with an electric hammer. Here 
are a few more markets for the tool. 

Industrial plants are also electric 
hammer users. The installation of 
machinery, trolley systems, conveyors, 
sprinkler and wiring systems, motors, 
lockers, shelving, radiators, railings, 
fencing—all require expansion bolts 
and drilling. Public service companies 
and municipal departments use hammers 
in installation and maintenance work. 

One type of electric hammer is made 
with a chuck on the spindle of the mo- 
tor so that it can also be used as an 
electric drill, thus combining two tools 
in one. It can be changed in one 
minute from one tool to the other. 
Others are of the straight hammer type 
for hammer drilling only. Yes, ham- 
mers are a good bet for the wholesaler’s 
salesman. 


ATTIC VENTILATION 


Educational effort should be made by 
the manufacturer’s representative and 
the wholesaler to put the contractor in 
a position to handle prospects. The 
contractor should be informed of the 
requirements of a proper installation, 
including cutting and patching, wiring 
and fire dampers in compliance with city 
ordinances, outlet openings which may 
be sealed against the weather when the 
cooling season is over, provisions for 
oiling motors and inspecting the unit 
once or twice a year. 

Having installed a considerable num- 
ber of these units, a contractor can in- 
sure continuous satisfactory service by 
offering a service of inspection and care 
at a reasonable annual fee. 

Having the “set-up” complete with 
national advertising by the manufac- 
turer, an established local wholesaler 
with a stock for immediate delivery, 
connections with retailers, the develop- 
ment of the business will then depend 
on the local advertising from lists pro- 
vided by contractors, wholesalers, and 
architects. Proper follow up and edu- 
cation by the manufacturer’s representa- 
tive of the wholesaler salesmen and con- 
stant contacts with the different arms 
of distribution will further increase the 
spread of attic ventilation. 
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ROM COVER TO COVER 







To better serve the electrical wholesaler’s 
salesman, key man of the electrical industry, 


ELECTRICAL WHOLESALING 


becomes 


The Wholesales Saletan 


The same vital publication, BUT: 


Yew in name and cover, because from front to back, the publica- 
tion is edited with one fixed objective; to help the salesman 


increase his sales and make more money. 


New in editorial treatment, because today’s salesman has little 
time for lengthy articles. “The Wholesaler’s Salesman” will 

be packed with short, snappy, pertinent material that goes right to the 
' heart of the salesman’s problems. 


New in format, because the appearance must reflect the speed” 
of the editorial contents. “The Wholesaler’s Salesman” will 
be profusely illustrated with photographs of products, personalities, etc. 


Cartoons will lend animation to many of the items. The magazine will 
be restyled throughout for easy-reading and attractive appearance. 





This publication started in 1920 as “The Jobber’s Salesman.” In 1930 the 
name was changed to Electrical Wholesaling to keep in tune with the 
times. In January, 1938, as “The Wholesaler’s Salesman” the entire 
paper will step up to a new speed, to better serve the salesman along 
today’s fast moving sales front. 


A McGRAW-HILL PUBLICATION 
330 WEST 42nd STREET, NEW YORK 

















ASSOCIATION ACTIVITIES 








MORE ORDERS. Ken Wheat, branch 
manager of General Electric Supply 
Corp., Paterson, N. J., looks over some 
orders that Salesman Harry Bonatz 
stops to deliver at the office. Ken has 
been with the firm about 12 years and 
Harry joined the firm early in the year. 
Before that he was with Eastern Electric 
at Newark. 





MANAGER of the office of Michaels 
Electrical Supply Co., Lawrence, L. 1., 
N. Y., is Miss Clara Michaels. An- 
other one of her jobs is handling the 
books, a job at which she was busily 
engaged, when the picture was snapped. 
She has been associated with her 
brother for the past four years. 
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NEWA’S Fall Convention To Be 
Held At The Hotel Cleveland 


The semi-annual convention of the 
National Electrical Wholesalers Associ- 
ation will be held at the Hotel Cleve- 
land, Cleveland, Ohio, October 18 to 
21. This fall the executive committee 
will meet on Monday instead of Sun- 
day, and the general convention activi- 
ties will start on Tuesday. The con- 
vention will close on Thursday as usual. 


N. Y. Electrical Assn. Votes 
To Include Gas Interests 


At a special meeting of the members 
of the Electrical Association of New 
York, Inc., held at Grand Central Palace 
on August 16, a favorable vote was 
given for the inclusion of gas interests 
within the membership, and a change 
in the name of the association to the 
Electrical and Gas Association of New 
York, Inc. 

C. E. Stephens, president of the asso- 
ciation, stated in part: “The trend 
toward rendering gas as well as electric 
service to the public and in supplying 
the multitudinous appliances for their 
convenient use through a single source 
has become increasingly evident. The 
consolidation of the Jocal electric and 
gas utilities, the marketing of gas appli- 
ances by manufacturers heretofore pri- 
marily engaged in producing only elec- 
trical products, and the distribution of 
this gas merchandise through established 
electrical distributing channels, is al- 
ready the practice in many cases.” 


Disparity In Census Figures 
Explained 


Last month ELEcTtrICAL WHOLESAL- 
ING published a 12-page chart story 
which presented the highlights of the 
recent special study of the electrical 
wholesaling trade made by the Bureau 
of the Census. 

The data was presented in both tab- 
ular and chart form, and a number of 
readers have written in complaining 
that the figures in the individual charts 
and tables did not correspond. This 
apparent discrepancy is due to the fact 
that the Census figures used in compil- 
ing the charts in ELEcTRICAL WHOLE- 
SALING were averages of reports from 
a large number of wholesaling estab- 
lishments. These figures are much 
closer to the true national average than 
the figures on operating costs, etc., 
shown in the tables of last month's 





issue. These tables give a detailed 
breakdown of costs and are based upon 
averages of reports from a much 
smaller number of wholesaling con- 
cerns. By referring to the Census 
Bureau’s bulletin, the exact number of 
houses used in compiling the averages 
shown in each table and each chart can 
be readily determined. 

Readers should bear in mind that the 
figures shown in the charts are more 
typical of the over-all averages for each 
geographical section and for the coun- 
try as a whole than are the figures 
presented in the tables. 

Tue Epirors. 


Chicagoans Golf 


Over two hundred members of the 
Chicago Electrical Wholesalers Associ- 
ation and their guests gathered at the 
Elmhurst Country Club on July 29 for 
a day of golf and an evening of good 
dining. 

The Golf Committee—August Kubec, 
Percy Green and Herb Privat—had 
everything going like clockwork. They 
were ably assisted by Jack Sadler and 
Earl Nelson. The day was finished up 
with a steak dinner at the clubhouse 
after the usual festivities on the 19th 
hole. 

D. G. Grobner of General Electric 
Supply Corp., turned in a 74 for first 
low gross. J. H. Fall of Benjamin Elec- 
tric Mfg. Co., took second low gross 
with a 75 and W. S. Tewksbury of 
Anaconda, had a 77 for third. Six 
players shared the blind bogey prizes. 


Canadian Electrical Picnic 


Every branch of the electrical indus- 
try was represented at the first annual 
electrical picnic held at Bowen Island, 
B. C., recently, under the auspices of 
the Vancouver Electrical Assn. This 
association is primarily composed of 
contractors, but wholesalers, manufac- 
turers’ representatives, electrical engi- 
neers, central station officials and 
appliance dealers all joined in this 
event. Wholesalers defeated contractors 
in the ball game, while honors were re- 
versed in the tug-of-war. 

Earle Dunsmuir, Universal Electric, 
Vancouver, was chairman of the picnic 
committee, assisted by S. Ricketts, J. 
Homersham, F. Lightfoot, T. Simmons, 
J. Churchland and T. Barnes. 


Southern IAEI Meeting 


The ninth annual convention of the 
southern section, International Associa- 
tion of Electrical Inspectors, will be 
held at the Ansley Hotel, Atlanta, Ga., 
October 4th to 6th. The program will 
feature interpretations of the recently 
revised National Electrical Code. 
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The New 


CODE CALL 


SYSTEM 
by 





A TIME AND MONEY SAVER FOR COMMERCIAL AND INDUSTRIAL ORGANIZATIONS 


The CODE CALL 
System will locate 
executives and 
others in a fraction 
of the time taken 
by other methods. 
A complete line of 
chimes, bells, 
horns, etc., is avail- 
able. The system 
is operated from 
110 v. A.C. with 
choice of 110 v. or 
24 v. signals or 
from 110 v. D.C. 
throughout. The 
low cost of this sys- 
tem is soon paid 
for by increased ef- 
ficiency and speed- 
ing up of routine 
in any organization. 


Write or Phone for 
BULLETIN 103 
PRICE LIST and 

DISCOUNTS 


S. H. COUCH COMPANY, INC. 


Established 1894 
NORTH QUINCY, MASS. 


Offices in Principal Cities 








Mfgrs. of Private Telephone Systems, Annunciators, Fire Alarms, Signaling Systems, Bells, etc. 
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UNITED GOES FISHING 


July 25 was the day when Russell 
F. Cluny, head of United Electrical 
Supply Co., New London, Conn., 


called his friends together for the 
firm's fourth annual fishing party. 
Contractors, dealers and manufac- 
turers—48 hearties in all—were on 
hand when the boat departed early 
in the morning. 





The host, Russell F. Cluny, calmly sur- 
veys the situation. 





The gent with the seaman’s hat is 
Lyman Meadnis, United salesman. 





Vincent Shortall, General Cable. Also 
in the picture is C. R. Boss. 





W. F. McCall of National Electric 
Products get his line ready. 





“Bill” Kaeser of Arrow Hart & Hege- 
man is the fellow at the right. 
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International Assn. Distributes 
Electrical League Programs 


At the meeting of the Board of Gov- 
ernors of the International Association 
of Electrical Leagues, held in Chicago, 
it was decided to distribute copies of 
the Electrical League Program Guide 
to the business press, as well as the 
managers of more than 100 leagues in 
the United States and Canada. They 
have also been forwarded to chairmen 
of all chapters of the National Elec- 
trical Contractors Assn., and to the 
representatives of all member com- 
panies in NEMA. Several league man- 
agers have requested copies for their 
boards of directors and other key men 
in the industry. 


Buffalo League Presents 
Booklet For Dealers 


A booklet, “Merchandising at a 
Profit,” has just been gotten out by the 
Electrical League of the Niagara Fron- 
tier, Buffalo, N. Y., intended for distri- 
bution to dealers in the area. The book- 
let was prepared by Samuel S. Vine- 
berg, manager of the league, as part of 
a move toward dealer education by ex- 
ecutives of the league. Aimed at solv- 
ing the problem presented by price cut- 
ting, on the part of dealers, in the 
Buffalo territory, the booklet appeals 
to dealers to insist on getting list prices, 
and thus make the business of selling 
electrical appliances more profitable. 


Western Inspectors To Ho!d 
Annual Meeting 


The 33rd annual meeting of the West- 
ern Section of the International Asso- 
ciation of Electrical Inspectors will be 
held on September 21 and 22 at the 
Hotel La Salle, in Chicago. 


NEWA Seeks Data On 
Wages and Hours 


In anticipation of Federal legislation, 
establishing minimum wages and maxi- 
mum hours, members of NEWA have 
received a questionnaire form, on which 
wholesalers are asked to provide specific 
information as to hours worked per 
week, minimum wages paid per week, 
number of employees, and other infor- 
mation. In a letter to his membership, 
Managing Director Tolles points out 
that, in the event of such legislation, 
NEWA will undoubtedly become the 
official representative of the electrical 
wholesaling trade, and by thus antici- 
pating statistical requirements, it should 
be in an excellent position to function 
for the entire industry. 

The committee plans to have the 
complete report ready about September 
15, and to mail copies to only those 





wholesalers who cooperated by filling 
out and sending in reports. 

Every electrical wholesaler, regardless 
of whether or not he is a member of 
NEWA is invited to fill out and return 
this questionnaire. The cooperation of 
non-members will materially strengthen 
the position of the electrical wholesaling 
industry in any negotiations which may 
later be entered into for the establish- 
ment of uniform hour and wage stand- 
ards. Information may be obtained by 
addressing the National Electrical 
Wholesalers Assn., 165 Broadway, New 
York City. 


Rowland To Launch 
New Publication 


E. T. “Jack” Rowland, who has 
edited ELectrIcAL WHOLESALING for 
the past six years, resigned from that 





E. T. Rowland 


position September 1, He returns to Chi- 
cago, where he will found and publish 
an independent monthly magazine serv- 
ing the Lake Michigan area. 

He entered the publishing field as 
Marketing Counselor for the Jobber’s 
Salesman, now ELEcTRICAL WHOLE- 
SALING. The following year he was 
promoted to the editorship. Under his 
direction a plan for market development 
was prepared which, in 1933, won for 
ELECTRICAL WHOLESALING the ABP 
medal for the most outstanding service 
rendered by a business paper to its field. 

Rowland is opening offices for the 
new magazine, which will be known as 
the Chicago Electrical News, at 20 No. 
Wacker Drive, Chicago. 


N. B. M. A. Convention 


The 13th annual convention of the 
National Battery Manufacturers As- 
sociation is scheduled to be held at 
the Sherman Hotel in Chicago, October 
10 through 12. Sunday, October 10, 
has been reserved for an association 
golf tournament. All members of the 
industry are welcome at the two-day 
business session following. 
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in 1938 with 
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| Turn to page 48 and 49 
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ManuFacTur_ers’ News 








“LAMPS, did you say?” When you 
talk lamps to these boys you are talk- 
ing to a couple of specialists. Carl 
Reiter, left, is sales manager of the 
Franklin Electric Co., Atlantic City, N. 
J., and Maxwell Rothkugel is his star 
lamp salesman. In a G. E. lamp con- 
test ending June 1 the firm went 300 
per cent above quota, which was based 
on contract sales. For the past year 
and a half the firm has been first in 
the Continental division for percentage 
increases. Because Rothkugel was high 
man in the company, he walked off with 
a Schick razor, suede jacket and a mess 
of shirts. 


AT THE COUNTER of the Hemp- 
stead, L. 1., N. Y., branch of the 
Bangert Electric Co. stand three smil- 
ing fellers. J. N. Stapleton, left, has 
charge of the house, his companions, 
Robert Davis and Walter Murphy, 
handle counter trade. 
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McGraw Electric Plans 
New Elgin Plant 


The McGraw Electric Co., manufac- 
turers of electrical appliances, plans to 
build a $250,000 factory in Elgin, Ill. 
The new plant will be located on a 25- 
acre plot off St. Charles Road. Con- 
tracts will be awarded immediately for 
the brick, glass and steel structure, with 
completion scheduled for January 1, 
1938. 


Hickok Is General Manager 
For Stromberg Electric 


Ward R. Hickok, who has been with 
the Stromberg Electric Co. for the past 
fourteen years, was recently appointed 
general manager of the company. 


Westinghouse Introduces 
Appliance Lines 


The Westinghouse Electric and Mfg. 
Co., Mansfield, Ohio, has introduced an 
entirely new line of small appliances. 
New designing and styling features the 
new appliance line, which includes the 
introduction of Fiesta pottery with 
some of the hostess services. Matching 
appliances include toasters, coffee mak- 
ers, casseroles and sandwich grills. 

At the same time, the company pre- 
sents the new “White Fleet” line of 
laundry equipment for 1938. Particular 
attention has been given to matching 
each piece for ensemble selling. 


Proctor & Schwartz Changes Name 


The Proctor Electric Co., Phila- 
delphia, formerly Proctor & Schwartz 
Electric Co., has issued the following 
announcement, with respect to the 
change in the company’s name: 

“In order to avoid confusion among 
our customers, due to an almost iden- 








tical name for two companies in un- 
related lines of manufacture, it has 
been decided to change the name of 
our electric appliance organization to 
Proctor Electric Co., continuing the 
name of our drying machinery and 
textile machinery organization un- 
changed.” This change is in corporate 
title only, and in no way affects exist- 
ing policies or personnel of the com- 
pany. The address remains the same. 


Staud Heads Program Committee 


R. W. Staud, advertising manager, 
Benjamin Electric Mfg. Co., is program 
chairman of the annual meeting of the 
National Industrial Advertisers Asso- 
ciation, to be held from September 22 
to 24, at the Edgewater Beach Hotel, 
Chicago. 


Changes in Cohoes Personnel 


In recent changes at the Cohoes Roll- 
ing Mill Co., Cohoes, N. Y., the follow- 
ing appointments were made: A. M. 
Mosley, vice-president and general man- 
ager; M. L. Jacob, assistant general 
manager; A. Macfadyen, vice-president 
in charge of purchases; W. S. Craw- 
ford, vice-president in charge of credits 
and accounts; R. C. Poskanzer, treas- 
urer; CC. D. Mauchan, assistant 
treasurer; W. S. Crawford, secretary, 
and John W. Cooper, sales manager. 


Russell Electric Will 
Concentrate on Controls 


The Russell Electric Co., Chicago, 
has discontinued the manufacture and 
sale of air conditioning units. The com- 
pany will continue to manufacture and 
sell controls and giant night fans 
through their regular trade. 


Apex Electrical Buys 
Zephyr Air Division 

The Apex Electrical Mig. Co., of 
Cleveland, Ohio, has purchased the 
Zephyr Air Conditioning Division of 
the Savage Arms Corp., Utica, N. Y., 
and is transferring the machinery to its 
Bessemer Ave. plants in Cleveland. 
Equipment to be manufactured by Apex 
will include both summer and winter air 
conditioning. Distribution and sales 
plans, to be announced, will include con- 
tinuation of present Zephyr distributors 
and dealers. 


Central Enters Air Conditioning 


The Central Mfg. Division of the 
Auburn Automobile Co., Connersville, 
Ind., has been organized to manufacture 
air conditioning equipment for the low- 
priced market. The equipment is planned 
for installation with warm air furnaces 
and also radiator heating plants. 
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Today's circuits Jeuuad the Fustat — 
for what other device can... 


Write for full information to any of the undersigned 


BUSSMANN MFG. CO KIRKMAN ENGINEERING CORF NATIONAL ELEC 


University at Jefferson 


St. Louis, Mo 
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Industry's wheels are turning... 


which means 


HYGRADE sales are mounting 


Throughout the country, leading factories, railroads, 
hotels, skyscrapers and public service companies buy 
Hygrade Lamps, year after year. This means thot 
the Hygrade market is no limited field. Modern 
industry is Hygrade's market. 

Because industry knows . . . and the highest type 
wholesaler knows... that these fine, American- 
made lamps offer the utmost in value and efficiency 

- more light than ever before. 
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Look for the Hygrade 
triangle, the mark of a 
well known brand. 
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ATLANTIC CITY, the town of re- 
sorts, salt water taffy and general good 
= times, is also the town in which these 
a two fellows make their livings. Albert 
t 





Riffkin, with the coat, heads the Stan- 
ley Electric Supply Co. His friend is 
Joe Martin, one of his crack salesmen. 
This firm gets most of its business 
from three types of customers—con- 
? tractors, dealers and hotels. 





G.E. Plastics Consolidated 


The administration of all plastics ac- 
tivities of the General Electric Co. have 
been consolidated at Pittsfield, Mass., 
and the company’s construction mate- 
rials sales division at Bridgeport, re- 
lieved of the responsibility of plastics 
sales. G. H. Shill has been made gen- 
eral manager of the plastics department. 
K. W. Nelson, formerly manager of 
automotive products sales has been ap- 
pointed sales manager. 


Allen-Bradley Representative 


The Nickerson Machinery Co., 110 
W. Second South St., Salt Lake City, 
has been appointed by the Allen-Brad- 
ley Co., Milwaukee, to handle their line 
of motor control equipment in Utah, 
southern Idaho and western Wyoming. 


ee 4) B-L Electric Mfg. Co. Makes 


Changes In Personnel 


The executive personnel of the B-L 
Electric Mfg. Co., St. Louis, Mo., has 
undergone reorganization, and the fol- 
lowing officers are now in charge of 
production: Harold J. Wrape, presi- 
dent; Irvin W. Veigel, treasurer; Carl 
E. Peters, secretary; R. W. Mansfield, 
superintendent, and Carl H. Massot, 
purchasing agent. 


Caffray To Represent Simplet 


Will C. Caffray, Electric Sales Co., 
Los Angeles, has been appointed south- 
ern California sales agent for the Sim- 
plet Electric Co., Chicago, manufactur- 


Also makers of the World-Fumous Sylvania Radio Tubes. Copr. 1937, Hygrade Sylvania Corp., Salem, Mass. | €TS of conduit fittings. 
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H™®s the new Edison MAzDA lamp “buying sign”. Be 
sure that your Edison MAZDA lamp agents get one of 
these emblems, printed in orange, blue and silver in the 
form of a transparency. It also appears in General Elec- 
tric’s lamp advertising in leading magazines this fall. 


As soon as they get theirs, be sure they stick it on their 
store window or door. It will readily identify their place as 
headquarters for Edison MAZDA lamps .. . serve as a con- 
necting link with the national advertising . . . and bring 
more customers into their store to buy more Edison 
MAZDA lamps. 


They stay brighter longer 


EDISON MAZDA LAMPS 
GENERAL (3 ELECTRIC 
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News FROM THE FIELD 








QUAKER CITY is the home of the 
Germantown Electric Supply Co. The 
head of that growing concern is Julius 
Saltzman. His firm recently opened 
a new warehouse and show room at 
3138 Germantown Ave., the former 
quarters to be used exclusively for the 
display and sale of fixtures. 


&. = wn » 


THIS YOUNG LADY, Rose Perla, is 
one of the mainstays of the West Phila- 
delphia Electric Supply Co. Miss Perla 
has been associated with the firm for 
the past 14 years. Not that we doubt 
that statement, but she must have been 
a mighty young lass at the time she drew 
her first paycheck—what do you think? 
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New Graybar Building Begun 
For Salt Lake Branch 


Work on the new Graybar building at 
First and West Pierpont Streets has 
been started, and it is expected that the 
structure will be ready for use during 
September. Increased business, and the 
appointment of the company as Hot- 
point distributors necessitated the larger 
quarters, according to R. W. Kimberlin, 
manager. 


Kinzel and Seiss Form 
Electric Supply Co. 


A new electrical supply distributing 
company, the Seiss Electrical Supply, 
Inc., has just been formed, with head- 
quarters at 1738 East 23rd St., Cleve- 
land. Management of the new concern 
is in the hands of George Seiss, for- 
merly with Graybar, and A. C. Kinzel. 
Mr. Seiss served at one time as a di- 
rector of the Electrical League, of 
which Mr. Kinzel was also a member. 


Wesco Transfers McConnell 


Horace I. McConnell has been trans- 
ferred from the automotive department 
of Westinghouse Electric Supply Co. to 
the position of district merchandise 
manager for the Middle Atlantic dis- 
trict. He has been connected with the 
automotive department for the past 
twenty years, and, in addition to his 
new duties, will continue the supervision 
of the department. C. T. Sommer re- 
mains in charge of purchasing. 


G.E. Supply Salesmen Organize 
For Public Speaking 


Realizing that one of the chief assets 
of a salesman is the ability to think and 
talk on his feet, the salesmen at the 
General Electric Supply Corp. at Chi- 
cago have organized a public speaking 
group which meets twice a month. H. 
W. Mundt, sales promotion manager, is 
in charge of the meetings at the present 
time. When the plan was started the 
men chose their own subjects but soon 
asked that subjects be assigned to them 
in advance. Each man is allowed fifteen 
minutes to discuss the subject assigned 
to him. The subjects are outside the 
electrical field, and are generally about 
things or places which the salesmen do 
not know from personal experience. 

Occasionally this routine is varied 
and a slip of paper with a subject 
thereon is placed under each man’s plate 





at dinner, Each man is placed on his 
honor not to look at this slip until he is 
called upon and then he is expected to 
get up and make a three-minute talk on 
the subject on his slip. 

According to Mr. Mundt, the men 
find it valuable because it not only helps 
them to learn how to express themselves 
forcefully on their feet, but serves as 
well to widen their interests. It also 
gives the management a new angle from 
which to judge the ability of the men. 


Northland Electric Celebrates 
Opening Of New Home 


The Northland Electric Supply 
Corp., Minneapolis, has completed ex- 
pansion of its showrooms and _ stock- 
rooms, and by way of celebration held 
“Open House”. Two thousand invita- 
tions were issued for the opening. 
Beginning at 3 P. M., the celebration 
lasted until midnight. At a drawing 
during the evening 41 prizes were 
given away. Refreshments were served 
and entertainment consisted of a trip 
through Northland stockrooms and 
showrooms. There was also a profes- 
sional accordionist. 

In connection with the celebration, 
Northland isued their new catalog 
and discount sheet. The catalog, which 
has 244 pages, includes pictures of the 
personnel and the new set-up, as well 
as complete listing of lines handled. 


A. M. Little Expands 


A. M. Little, wholesale electrical sup- 
plies, has moved to larger and more 
convenient quarters at 516 East Gene- 
see St., Syracuse, Associated with Mr. 
Little in the management of the busi- 
ness is his son, B. F. Little, who has 
been in the business for ten years. 
Recent additions to their organization 
have been C. H. Foster, Syracuse and 
central New York salesman, and Her- 
man Hecker in the office. 


Ackerman Studio Opens 


Adjoining the company’s warehouse 
and offices, the Ackerman Electrical 
Supply Co., of Grand Rapids, has 
opened a new fixture display studio. 
Open house was held on August 21 and 
22, with all electrical contractors and 
dealers in the territory invited. L. C. 
Darrow has been placed in charge of 
studio sales. 


Boetticher & Kellogg Add 
Line Of Stokers 


Boetticher & Kellogg, home appli- 
ance distributors in Evansville, will be 
exclusive representatives for Whiting 
Stoker in their territory. W. H. Camp- 
bell will have charge of the stoker sales 
department. 
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THE PARADE 
OF 


SWITCHES 





MARCH TO THE TUNE OF faster turnover...the music 
every wholesaler loves. Swing along into one line 
—The Bryant line... the complete line of wiring de- 
vices that fills every need. Serve your trade with 
one line and reduce stock investment. This means 
real service and satisfaction to your customers. 

It's easier for your trade to select Bryant and 


Hemco switches according to application or price 
range from the easy-to-use Bryant catalog. 





Sold Through Electrical Wholesalers 


THE BRYANT ELECTRIC COMPANY * BRIDGEPORT, CONNECTICUT 





| NEW YORK: 100 East 42nd St. : CHICAGO: 844 West Adams St. - SAN FRANCISCO: 325 Ninth St. 
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GRAYBAR PICNICS 










One bright Sun- 
day, employees of 
Newark’s Graybar 
house, ana their 
families, piled into 
cars and set out for 
Tallman Mountain 
Park. It was a good 
old fashioned picnic 
and a cameraman 
snapped a few of 
the 75 “ picnickers.”’ 


a — 


Manager Harold P. Litchfield tries 
Hi-Li. 





Miss Hallock, Mrs. Stewart, Mead 
Pierce, Mrs. Pierce and Miss King. 





Frank Haley, Mr. McNaught, Mrs. 
H. P. Litchfield and W. Lambertson. 





S. Lomax, Len Coffey, Harry Zach, Mrs. 
Zach and Mrs. Lomax. 





Barbara Litchfield, Irene Gebler, Barbara 
Lambertson and Pat Briscese. 
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Wesco Dealer Meeting in Chicago 


The Westinghouse Electric Supply 
Co., Chicago, recently held a meeting of 
electrical appliance dealers for the pur- 
pose of inspecting their new fall line of 
electrical appliances. W. I. Webb, sales 
promotion manager of the Chicago divi- 
sion, was in charge of the meeting. He 
reports that business for 1937 was 40 
per cent ahead of 1936. 


Chicago Firm Adds Chase Lines 


The Chicago Electrical Supply Co. 
has recently taken on the Chase line of 
residential and commercial lighting fix- 
tures. It has also been appointed exclu- 
sive distributor for Chase appliances. 


New California Distributor 
For Clayton-Mark 


Clayton Mark & Co., Chicago, 
through D. W. Droll, manager of con- 
duit sales, announces the appointment of 
the Rutking Electrical Sales Co., manu- 
facturer’s representative, Los Angeles 
as representative for the company’s line 
of metallic tubing, conduit, couplings 
and connectors. 


Graybar Organization Changes 


J. E. Murray, formerly outside con- 
struction manager at Kansas City, was 
appointed manager of the Graybar 
house at Wichita, Kansas. The titles 
of W. A. Arthur, Oklahoma City, and 
S. B. Hardin, Denver, have been 
changed from sales manager to man- 
ager of their respective houses. 


Johnson Sales Co. Moves 


The H. E. Johnson Sales Co., of 
Chicago, has changed its address from 
626 W. Jackson Blvd. to 910 W. Van 
Buren St., Chicago. 

H. E. Johnson, president of the com- 
pany, recently resigned the presidency 
of the Electrical Products Co. of De- 
troit, to become president of the Elec- 
trical Rectification Co., at the same 
address as the Sales company. 


Canadian Westinghouse Has 
New Vancouver Manager 


T. H. Crosby has been appointed as 
manager of the Vancouver B. C. dis- 
trict by the Canadian Westinghouse 
Co. Mr. Crosby succeeds John R. 
Read who has been manager of this 
district for a considerable number of 
years, and who was recently elected 
as a vice-president of the Canadian 
Westinghouse organization. 

Graduating from Toronto University 
in 1911, Crosby joined the British 
Columbia Electric Railway Co. and 
spent eighteen months with that or 





ganization. He then joined the Cana- 
dian Westinghouse Co. and was sta- 
tioned at the firm’s Hamilton head- 
quarters. In 1913 he was transferred 
to Vancouver, where he has been since 
that time. 


Wholesale Radio Now In Boston 


The Wholesale Radio Service Co., 
Inc., of 100 Sixth Ave., New York 
City, has opened a display and sales 
room at 110 Federal St., Boston. 
Michael Scott, radio retailing specialist, 
is in charge of the new branch. 


Efengee Adds Electric Ranges 


The Efengee Electrical Supply Co. 
has recently been appointed exclusive 
distributor for Lindemann and Hover- 
son electric ranges. “Bill” Naylor is in 
charge of range sales. 


Ward Leonard Appoints 
Sales Representatives 


Ward Leonard Electric Co., Mount 
Vernon, N. Y., announces the appoint- 
ment of John S. Clark, of El Paso, 
Texas, as representative for the sale of 
their line of electric control devices. The 
Triangle Equipment Co., of New York 
and Chicago will represent the Ward 
Leonard Co. in the sale motor starters, 
controllers, contactors and switches, and 
the Brance-Krachy Co., of Houston, 
Texas, will sell their complete line in 
the southeastern portion of the state. 


Graybar’s August Awards 


T. J. Hopkins, manager of the Read- 
ing branch, completed his 20th year of 
service in August. In this same group 
are: Eloise Sisson, secretary, and 
Matthew Woodward, stock mainte- 
nance clerk at the New York house. 
Also Basil Wood, service supervisor at 
Richmond, Ondrej K. Brychoin, re- 
pairman at Cleveland, and James 
O’Keefe, Cincinnati salesman. 

In the 25 year group are Mabel E. 
Latham, dictaphone operator at Chi- 
cago and Fred P. Harsted, warehouse 
foreman at Chicago. 





OBITUARY 


H. Lester Harris 


H. Lester Harris, president of the 
Automatic Electric Co., Chicago, manu- 
facturers of telephone equipment, died 
in his home on August 10, 1937. Mr. 
Harris entered the telephone business in 
1896. He is survived by his widow, 2 
daughter and a son. 
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INDUSTRY IS BUYING: MERCURY LIGHT... 








Order your auxiliary devices which were de- 
signed especially for these lamps from the 
General Electric Vapor Lamp Company. Order 
the lamps from any of the seventeen Sales Divi- 
sions of the Incandescent Lamp Department. 





... you can profit 


In steadily-growing numbers your customers are showing a pref- 
erence for this modern light. And, the orders for replacement lamps 
are beginning to pile up. You can add to your profits by really 
getting behind the trend to better lighting —made easier and 
cheaper with the aid of General Electric Type H Lamps. 

Users everywhere appreciate the 60-140% greater efficiency of 
the mercury lamps and the psychologically cool white light which 
may be obtained by combining mercury and incandescent lamps. 
Both qualities are an aid in lowering sales resistance. The General 
Electric 400-watt Lamps are rated at 2,000 hours. Comprehensive 
lines of conventional type luminaires for these lamps are now on 
the market. 

The assistance of the field and promotion men of the Incan- 
descent Lamp Department and the General Electric Vapor Lamp 
Company is available to help you in the promotion of sales. Write 





for complete details. 


GENERAL @ ELECTRIC 


General Electric Vapor Lamp Co. %6H Incandescent Lamp Department 
891 Adams Street, Hoboken, N. J. Dept. 165, Nela Park, Cleveland, Ohio 
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Wuats NEW 





A Section Devoted to Manufacturers’ 


Descriptions of Their New Products 





Canopy Unit 


For use in many operations in service 
and production industries, this canopy 
unit supplies a completely diffused type 
of high intensity illumination over a 
fairly large area. Recommended by the 
manufacturer for use in such operations 
as bright metal scribing, drafting, in- 
spection work, typesetting or engraving. 
Canopy unit is available in four sizes, for 
overhead mounting only. Accommodates 
four 150 watt lamps. Wired complete 
with four sockets and one foot of free 
wire for connecting to conduit. Finished 
in wrinkle gray with matte white enamel 
interior. Fostoria Pressed Steel, Inc., 
Fostoria, Ohio.—Electrical Wholesaling, 


September, 1937. 
\ 


Automatic Twin Waffle Iron 


This automatic twin waffle iron bakes 
two full plate size waffles at once. Indi- 
cator can be placed on light, medium or 
dark, and jewel signal will cease to glow 
when waffle is baked. Equipped with 
special) D-E cord set, which allows op- 
eration of both irons at the same time or 
either one alone. Occupies table space 
equivalent to an _ ordinary sandwich 
toaster. The 6 in. cast aluminum grids 
are silver finished. Modernistic design, 
chromium plated. Genuine walnut handles, 





heavy concealed insulated fibre feet. 
Dominion Electrical Mfg. Co., 22 Elm 
St... Mansfield, Ohio.—Electrical Whole- 
saling, September, 1937. 
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Wiring System 


This flexible electrical distribution sys- 
tem is designed for general lighting and 
light duty power applications. Known as 
“Trol-E-Duct,” it consists of section 
lengths of formed steel duct enclosing cop- 
per bus bars partially wrapped in insulat- 
ing material. Movable current-carrying 
trolleys and stationary twistout plugs are 
inserted in a narrow continuous slot along 
one side of the duct. Weight supports can 
be inserted in the duct to carry lamp fix- 
tures, portable tools, etc. With the use of 
couplings, elbows, end caps, and hangers, 
duct sections can be assembled and in- 
stalled to conform with illumination needs 
on floor areas. Additional outlets can 





be added at any time. Bull Dog Electric 
Products Co., 7610 Jos. Campau Ave., 
Detroit, Mich.—Electrical Wholesaling, 
September, 1937. 


Swinging Arm Floor Lamp 


Designed to aid vision by increased 
color contrast and distinctness of detail, 
this floor lamp features the “Celestialite” 


* — 7 





diffuser. Glare is reduced to a minimum 
through the unusual lamp design. Double 
action swinging arm permits convenient 
adjustment of light without moving lamp. 
Finished in genuine plated bronze. Base 
pattern is conservative modern in style. 
Lamp stands 52 in. high. Greist Mfg. 
Co. New Haven, Conn.—Electrical 
Wholesaling, September, 1937. 





Console Radio 


This “Super 11” console has 11 octal 
base tubes, 10 in. electro-dynamic speaker 
and three band tuning range which re- 
ceives standard, foreign, police, amateur, 
aviation and marine broadcasts. 525 to 
22,000 ke. continuous, additional inter- 
mediate frequency giving greater sensi- 
tivity, wide range continuously variable 
tone control. Iris tuning indicator, auto- 
matic volume control, power supply noise 
filter. Dial is edge lighted, gold reflector 
type with graduations fused on the con- 
vex glass. Cabinet instrument panel is 
of striped walnut with diagonal overlay 
of vertical striped walnut. Top panel, 
ends and pilasters of highly figured half 
round walnut with two inlays of prima 
vera at top. Crosley Radio Corp., Cin- 
cinnati, Ohio.—Electrical Wholesaling, 
September, 1937. 


Compact Circuit Breaker 


To meet the demand for a more com- 
pact device for service entrance, range 
or hot water heater circuits, this new line 
of non-industrial circuit breakers is avail- 
able in 2 and 3-wire solid neutral. Has 
either grounded or insulated neutrals, for 
115, 115-230 volts, a.c., service. Capaci- 
ties include 15, 20, 25, 35 and 50 amperes. 
Tripping action of 3-wire devices is indi- 
vidual, but operating handles may be tied 
together if desired. Box size is 94 in. by 5 
in. by 3 in., and may be had for either 
flush or surtace mounting. Unit block is 
secured by two screws. Flush covers are 
gray enamel and surface covers black. 





Boxes with flush covers have provision for 
adjustment of unit block to plaster line. 
Square D Co., 6060 Rivard, Detroit, Mich. 
—Electrical Wholesaling, September, 1937. 
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SECURITY 
FRICTION TAPE 


United States Rubber Products Inc 
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Appliance Kitchen 


This complete planned appliance kitchen 
is intended for apartment house use. Re- 
quires only limited space, and has facilities 
ior complete cooking job. Full-size roaster 
replaces usual range or stove as main 
cooking unit. Supplementary appliances 
include sandwich grill, hot plate, toaster, 
waffle maker and coffee maker. Storage 
for these items is provided in cabinets. 
Complete kitchen is 88 in. high and 72 
in. wide. Linoleum counter tops and 
drainboard are 36 in. from floor; 
well” allows person to stand close to 
work surface. In top of backsplasher are 
two concealed electric appliance cords. 
Cabinets for storage purposes are avail- 
able in steel or wood. Counter tops can 





be obtained in either linoleum or black 
“Temperprest.” Westinghouse Electric & 
Mfg. Co., East Pittsburgh, Pa.—Elec- 
trical Wholesaling, September, 1937. 


A.C.-D.C. Toaster 


One of a series of matched appliances. 
this toaster may be used with either a.c. 
or d.c. Toast automatically reverses it- 
self when doors are lowered. Genuine 
India mica element covered with nichrome 
ribbon. Heavy insulated and concealed 
non-scratching legs prevent marring table 
tops. Available also with bell-timer. 
Toaster is chrome plated, with choice of 
walnut or ebonized trimmings. Supplied 





with Underwriters’ approved cord set. 
Stern-Brown, Inc., 42-24 Orchard St., 
Long Island City, N. Y.—Electrical 
Wholesaling, September, 1937. 


Sound System 


Operating on either 6 volt d.c. or 110 
volt, a.c., this streamlined amplifier is 
equipped with four speaker receptacles 
with change-over switch to match speaker 
load to amplifier. Streamlined knobs. 
Base is black, hood pearl gray. Stainless 
steel band between base and hood. Es- 
cutcheon, dial plates streamlined to con- 





form to hood. Handles of chromium plate. 
speed control switch, needle cup. Stream- 
Top permits easy access to motor switch, 





lined crystal pickup and arm in black fin- 
ish with aluminum stripes. Webster Elec- 
tric Co., Racine, Wis.—Electrical Whole- 
saling, September, 1937. 


Four-Burner Range 


With four full-size burners, this elec- 
tric range takes only 27 in. by 20 in. 
floor space. Height over all, 402 in. Oven 
19 in. deep, has 4256 cubic in. space. 
Storage drawer, on roller bearings, for 
cooking utensils. Surface units include 
one 8% in. open coil, unit, 1800 watts; 
three 63 in. open coil units, each 1200 
watts. All have chromium plated rings. 
Has two open coil oven units, 2250 watts 
and 2000 watts. Oven insulated with min- 
eral wool. Porcelain enamel finish inside 














and out, with rounded corners. Appliance 
outlet on switch panel, 660 watts. Landers, 
Frary & Clark, New Britain, Conn.— 
Electrical Wholesaling, September, 1937. 


Oil Capacitors: 


This new high-voltage oil capacitor has 
minimum bulk. Oil-filled units are housed 
in small square steel cans. They are pro- 
vided with high-tension pillar insulator 
terminals. Rolled-seam steel cans insure 
perfect hermetic sealing. Units available 
in d.c. working voltages of 600 to 2000, 





and in capacities of 1,2 and 4 mfd. Aero- 
vox Corp., 70 Washington St., Brooklyn, 
N. Senate Wholesaling, September, 
1937. 
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WASTED KILOWATTS and 
WASTEFUL SHUTDOWNS 


WITH THIS FAMOUS 


TRICO COMBINATION 





| Such a logical and compelling sales argument will 
make your prospect sit up and take notice. How 
to reduce operating costs, especially at no | 
additional expense, is always of interest to him. 






















TRICO Powder-Packed FUSES and KLIPLOK 

CLAMPS not only slash fuse costs but there is the 
_ resultant saving thru elimination of unnecessary shut- 
_ downs — production interruptions — idle machinery 
| and workmen, etc. 


Gain the confidence of your prospect! Show him 
that you have his interest at heart! Do it by 
recommending the installation of the famous 


TRICO COMBINATION 


If you are not thoroughly acquainted 
with the complete TRICO story, 
write us for samples—iterature— 
sales helps, etc. Or, call on our 
District Sales Engineer to go over 
the line with you. 








Trico Products are Nationally Advertised | 
Sold Everywhere Through Wholesalers 








= 


RENEWABLE FUSES 
with Tee Famous 








IN CANADA 
IRVING SMITH, LTD. 


GENERAL OFFICES 
TRICO FUSE MFG. CO. 
MILWAUKEE, WIS., U. S. A. 







TAMPER-PROOF 
POWDER-PACKED 
ELEMENTS 























KLIPLOK 


ONE-TIME JRIP-DROP 
FUSES OILERS CLAMPS 
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No. 284 DUPLEX 
RECEPTACLE NOZZLE 


With %” brass pipe exten- 
sion. Neatest and most 
compact fitting obtainable. 
Also available with %” 
pipe extension. Fullman 
also offers Duplex Tele- 
phone Nozzles. 





No. 330 "Latrobe" 
Tom Thumb Utility 
Outlet 


For use in wood floors, 
mantels, baseboards, etc. 


A neat general purpose 
outlet, easy to install. Indis- 
pensable for small homes. 





—— 











THE FULLMAN WAY 
IS THE EASY WAY 











Easy installation saves time, money, and 
headaches on any job. Fullman offers a 
complete line of trouble-free floor boxes 
and wiring specialties for residential, com- 
mercial, and industrial application. Write 
for catalog. 





AND WIRING SPECIALTIES 








FULLMAN MFG. CO. 


LATROBE PENN. 


























OLIVER 


PRESSED STEEL SECONDARY 
RACKS COMBINE LIGHTNESS 
WITH AMPLE STRENGTH 


Oliver Pressed Steel Racks have greater uniform 
strength for side and dead end loads than any 
other rack of its type—one of the several reasons 
for their widespread preference throughout the 
electrical industry. 


OLIVER IRON AND STEEL CORPORATION 


PITTSBURGH, PENNSYLVANIA 


OLIVER “arm MATERIALS 





“APPROVED AND ar ED SINCE 1894 
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PERSONALS 





VANCE ToRRENCE, formerly with 
General Electric Supply Corp., in Des 
Moines, is now Hot Point service man 
with the Electric Supply Co., same 
city. Cart B. WEsTFELD was hired as 
credit manager last month, and H. H. 
CAUGHLAN, formerly with Westing- 
house Electric Supply, is now a sales- 
man for the latter company in the 
Waterloo, Ia., territory. 


BERNADETTE EcKSKIN, of St. Louis, 
has been added to the staff of home 
economics demonstrators by Proctor 
Electric Co., Philadelphia. 


Ropert McKemey and M. Mevyer- 
ZORN are new counter men at the Ger- 
mantown Electric Supply Co., Phil- 
adelphia. 


“Rusty” WIsE, formerly with Land- 
ers, Frary & Clark, New Britain 
has joined the Graybar Electric Co., 
Inc., Boston, to specialize in the sale of 
the motor-driven “Exercycle” in the 
New England territory. THomas A. 
Huston, formerly engaged in work out- 
side the electrical industry, has entered 
the Boston organization of Graybar to 
sell electrical material in Maine. R. C. 
GoopwINn, merchandising manager at 
Boston, T. F. HENprick and H. Carr- 
NIE, also of the Hub staff, were among 
the prize winners in the P. A. Geier 
national contest featuring Royal vacuum 
cleaners. 


Ben Wixcon, one of the Milhender- 
Afes Electrical Company’s business 
sharpshooters at Boston, has been trans- 








MOVER. Not a professional one, but 
when the Morristown Electrical Supply 
Co., Morristown, N. J., moved to its 
new quarters at 23 Spring St. in July, 
Walter Mankin took an active part in 
loading the truck." When not moving, 
Walter handles counter trade. 











ACCOUNTANT. The fellow who 
keeps the financial records of Kay Elec- 
tric Supply, Inc., Atlantic City, N. J., 
in tip top shape is Abraham Baker. 
Baker has been with the firm since the 
first of the year. Before that he worked 
in the town made famous for its famous 
Tea Party, staged some years ago, much 
to the chagrin of our English friends. 





ferred from the Norfolk County terri- 
tory to the Essex-Middlesex Counties 
area. 


A. M. Ciecc, spending part of his 
time at the counter, and part out in the 
fields, might be called counterman sales- 
man at the Electric Supply & Equip- 
ment Co., Greensboro, N. C. 


J. C. Crates and J. F. Lyon are sell- 
ing appliances for the General Electric 
Supply Corp., Charlotte, N. C. E. M. 
PARDUE replaces E. L. Stroupe as radio 
service man. Stroupe has gone to 
radio station WBT as control room op- 
erator. 


L. R. JoHNnson has been added to the 
sales staff of the F. B. Connelly Co., 
Seattle. 


M. M. WELSON was appointed branch 
manager at Sioux City, la., for Wesco, 
succeeding G. R. Price, who was trans- 
ferred to Omaha as merchandise sales 
manager. 


T. J. Roperts, who has been city 
salesman for the General Electric 
Supply Corp., Columbus, Ohio, has been 
transferred to outside territory, covering 
central and southern Ohio. T. A. 
Morans is new manager of supply 
sales, and R. S. Brown is operating 
manager. R. A. MATTHEWS, counter 
salesman, has been promoted to city 
salesman, and C. F. Witson from 
record clerk to counter salesman. 


A. L. ForEMAN is resident salesman 
at Hagerstown, Md., for the Lee Elec- 
tric Co. of Baltimore. Britt Derr is 
spending part of his time working up 
the interests of Lee Electric in the field. 












GET OUT IN FRONT 


WITH THESE 


PILOT LIGHTS 


GLOW 
LAWOPS 


Every factory or industrial plant, every com- 
mercial establishment, and every building of any 
size, is a prospect for Neon Glow Lamps. These 
long-lived indicators find extensive use as exit 
lights in office buildings, hotels, and theaters... 
they make excellent pilot lights . . . or they are 
ideal as night lights for the home. 

Neon Glow Lamps operate at standard volt- 
ages on both A.C. and D.C.; they are provided 
with bases to fit standard receptacles. Their 
dependability is earning for them a constantly- 
expanding market. Wholesalers everywhere 
are finding that Neon Glow Lamps are pointing 
the way to greater profits. 

For full information on this line address the 
General Electric Vapor Lamp Company, 891 
Adams Street, Hoboken, New Jersey. 


2 Watt, 115 Volts—S14 Bulb 
Finish—Clear, Sprayed Red or 
Yellow 





4 Watt, 115 Volts—G10 Bulb 
Supplied in Be Wett for 220 
ts 





\{ Watt, 115 Volts—T44 Bulb 
Supplied withCandelabraScrew 
Base Only 


GENERAL @ ELECTRIC 
VAPOR LAMP COMPANY 
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AUTOMATIC 
ELECTRIC 





The instant appeal of these handsome, 
modern handset telephones puts Auto- 
matic Electric Intercom. Systems in a 
class by themselves! They sell faster, 
and easier—because their superior 
quality and construction are evident 
on first sight. \ 


Better performance as well as long, 
trouble-proof life also characteriz2 
these modern private communication 
systems, since they are produced by 
one of the largest and oldest manu- 
facturers of public telephone exchange 
equipment in the world. 


Systems are available in capacities of 
2, 6, 10 and II stations, with wall or 
desk type telephones. Send at once 
for catalog and discount sheet. 

Automatic Electric Inter- 

com. Systems are de- 

signed for private serv- 

ice. They cannot be 


connected with the pub- 
lic telephone system. 


AMERICAN AUTOMATIC 
ELECTRIC SALES COMPANY 


1033 West Van Buren St. CHICAGO 


ee 
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BY THE WINDOW stand three of 
the gentlemen who keep the Hunting- 
ton Electrical Supply Co., Huntington 
Station, L. I., N. Y., in the thick of 
the electrical battle. Leo Roseman, in 
the center, and his son, Jack, at the 
left, are partners. Anthony Chmielew- 
ski, a counter man, is at the left. This 
firm has been in the game for the past 
ten years, specializing on contractors. 
An adjoining store houses the firm's 
large fixture room. 





TRADE BULLETINS 





Lighting Equipment—Catalog No. 
20-B, 24 pp., illustrated. Lists line of 
industrial and commercial lighting 
equipment and accessories.—Smoot-Hol- 
man Co., Inglewood, Cal. 


Lighting Units—Catalog 5A, in two 
sizes. Covers reflectors, fittings, and 
lighting units for industrial and com- 
mercial requirements.—Quadrangle Mfg. 
Co., 32 S. Peoria St., Chicago, II. 


Network Cable—Folder describing 
network cable for low-voltage secondary 
distribution circuits—General Electric 
Co., Schenectady, N. Y. 


Outdoor Switches—GEA-782D. Out- 
door switch houses complete’ with 
switching and metering equipment.— 
General Electric Co., Schenectady, N. Y. 


Propeller Fans—Bulletin No. 3733, 
covering line of propeller fans and roof 
ventilators, blowers and heaters.—John- 
son Fan & Blower Corp., 1319 West 
Lake Street, Chicago, IIl. 


Radio Servicing—Bulletin No. R-15-A. 
Instruments available to service men for 
testing and repairing radio receivers, de- 
scribed and pictured.—Weston Electrical 
Instrument Corp., Newark, N. J. 


Refrigerators—Mailing piece, Form 
120-1935, illustrating and giving details 
on several models of refrigerators in- 
tended for use in stores, restaurants, 
clubs, hotels, etc—General Electric Co., 











KEEP THEM 
IN STOCK 


BUT *« *# @# @ 
NOT FOR LONG 


Here are two items — among others 
— of the @ line that are fast movers 
during this busy building season... 
Better keep a good stock on hand 
because they don’t stay around long. 











FAN HANGERS 


@ Fan Hanger Outlets provide a 
source of added convenience and 
utility — for wall mounting of Elec- 
tric Fans, Electric Heaters, Show 
Window Spotlights, Radio and Pub- 
lic Address Systems. Steel hanger 
stud extends from the face of hanger, 
making it easy and convenient to 
attach the supported device. 





FLOOR BOXES 


@ Floor Boxes are adjustable types 
with satin-finish brass reversible 
covers — for installation in wood 
floors with concrete base, concrete 
or tile floors. For telephone signal 
and bell system outlets — also light 
and small-capacity power outlets. 


Get New Catalog No. 56 


It is a valuable business-getting 
“handbook” for Electrical Whole- 
salers ...Complete and intelligently 
arranged to make it easy to figure 
prices accurately and quickly. 


Frank Adam 


ELECTRIC COMPANY 


ST. LOUIS 
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Specialty Appliance Div., Nela Park, 
Cleveland, Ohio. 


Soldering Tools—Circular prepared to 
answer user’s questions on line of sold- 
ering tools, including list of thirteen 
sizes of tools, with specifications and 
prices—Vulcan Electric Co. Lynn, 
Mass, 


Switchboards—GEA-2617. Illustrating 
line of safety enclosed air circuit 
breaker switchboards.—General Electric 
Co., Schenectady, N. Y. 


Switches—Catalog No. 101, 81 pp., in- 
cluding 3l-page price list and 3l-page 
supplement. Covers safety switches and 
related equipment, with data on dimen- 
sions, etc. Indexed.—Trumbull Electric 
Mfg. Co., Plainville, Conn. 


Transformers—Catalog Sheet,  illus- 
trated. Features and prices given on 
battery eliminator for low-voltage d.c., 
and transformers for signalling devices. 
—Telenco-Electricoil Co., 287 Broadway, 
New York City. 


Water Heaters—Bulletin giving the 
opportunities for profit without great 
capital outlay available to the utility 
through the promotion of electric water 
heating.—National Electric Water Heat- 
ing Council, 420 Lexington Ave., New 
York City. 


Wiring System—Catalog, 40 pp., illus- 
trated. Describes flexible electric dis- 
tribution system for wiring layouts, pro- 
viding for future changes and additions. 
—Bull Dog Electric Products Co., De- 
troit, Mich. 








BOYS, TAKE A LOOK. After this when 
you're down Texas way and talking with 
genial Dick Thompson, sales manager of 
the Reichardt Electric Co., Houston, and he 
starts talking about fishing—well, just let 
him go ahead. If his stories seem somewhat 
on the colorful side, just stop and think 
about this picture. That boy knows how to 
land ’em. 





“ROME CABLE’ 
BUILDING WIRE 


Code, Intermediate, 
30% and Superaging . 
Approved by the Under- Uniformly Small 
writers Laboratories, Inc. Diameters 
N.E.C.S. 
Flame and Moisture 
Resistant 
* 
Slick finish for aS 
Quick and Easy Pulling S - 





Long Aging Rubber 


Clean — Easy Stripping 


Eight Clear Distinct 


Colors 














Somes’ 


ROME CABLE CORPORATION 
330-400 RIDGE STREET, ROME, N. Y. 





Propucts — Hot rolled copper rods, bare and tinned copper wire, bare 
and tinned strand, U. R. C. weather proof wire, cotton, paper and asbesios 
magnet wire, rubber insulated wires and cords, lead cowered cables. 


SaLes OrFices — New York, Chicago, Philadelphia, Pittsburg, Richmond, 
Cleveland, Boston. 




















UNITS FOR 
EVERY 
LOCALIZED 
LIGHTING 
NEED 


* THE FOSTORIA PRESSED STEEL CORP. 














on request. 


FOSTORIA, OHIO 
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MACHINE 
LIGHTING UNIT 


Regardless of line voltage this new Localite unit may be 
applied without alteration. It accommodates any double 
contact candelabra bayonet base lamp 2%," or less in 
overall length. It is practically universal in application. Built 
primarily to match the actual requirements of sewing machine 
operators, this engineered unit is also suitable for many other 
uses, particularly where a small reflector is desirable. 
Several models are now available. Hundreds of installations 
have already proved their outstanding efficiency and utility. 


Complete information on this specialized Localite unit and other 
units for every localized lighting need will be supplied promptly 











——- 
















































For more than a 
quarter of a cen- 
tury, Paine has 
led the world 
with its splendid 
line of builders’ 
anchoring de- 
vices. You will 
find Paine Prod- 
ucts justifying 
their use in 
structures like 
the Panama Ca- 
nal, the Chrysler 
Building — in 
mammoth bridges 
i . in all kinds 
of building proj- 
ects, large and 
small. 


Paine leads in 
quality and cor- 
rect design, as 
well as_ skillful 
manufacture. We 
are equipped to 
serve your re- 
auirements for 
many kinds of 
builders’ anchor- 
ing devices—both 
regular stock 
items and those 
made for your 
special purpose. 


THE 

MOST 

+ ee COMPLETE 

LINE OF 

Builders’ Anchoring Devices 


Twenty - five 
years ago, the 
Paine Company 
invented and 
marketed the 
original spring 
wing toggle 
bolt. Immedi- 
ately success- 
ful, it was the 
first of more 
than twenty 
types and many 
sizes carried in 
our stock today 





0c . .. . complete assurance of 
a satisfactory. economical solution of your 
toggle bolt problem. 


You need the NEW PAINE 
Catalog for COMPLETE 
ELECTRICAL WHOLESALING 


It contains a completely informative showing 
of many steady demand products such as lead 
and steel expansion anchors, outlet box and 
fixture hangers, cable and conduit clamps, 
sectional switch boxes and a lot of other 
items that, our trade says, move out of their 
bins with pleasing regularity. Our quality is 
right. Our prices are right. Our sales policy 
(single standard wholesale) is right. 


THE PAINE COMPANY 


2947 Carroll Avenue, CHICAGO 
79 Barclay Street, NEW YORK 


—and in many other large cities 
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AMONG THE TRADE 
BY “BUD” CONKLIN 


July 4th no longer seems to mark the 
end of fan sales for the wholesaler. 
July 4th is mentioned because many a 
wise wholesaler has said, “If the fan 
orders haven’t come in by the fourth 
of July you might as well put most of 
them back in stock for next year.” In 
1936, midwesteners enjoyed practically 
the best fan season in history, and it 
was well past the fourth when they 
were literally deluged with orders. This 
year many New York wholesalers re- 
port a new high in fan sales and those 
fans went out after the fourth. Appar- 
ently an old expression is being blasted. 
..... “Electric Tool Facts,” a 
four-page pamphlet put out by Wodack 
Electric Tool Corp. is something more 
than simply a puff-sheet. Brief, read- 
able items bring out helpful points on 
the use and care of electric tools .. . 

Wholesalers of the northwest decided 
that Saturdays from July 10 until “fur- 
ther notice” are to be days of golfing, 
picnicking, swimming or simply lazying 
around. They figure that contractors, 
industrials and dealers can get their 
ordinary requirements throughout the 
other days of the week. Most of them, 
though, have a man available to supply 
needs in case of unusual circumstances 
ere Chiseling in the appliance game 
has been curtailed to a great extent in 
the Philadelphia area through the efforts 
of The Electric Association. Dealers 
and distributors are closely allied. A 
State Fair Trade Act further sharpens 
the teeth of The Association. As also 
practised by the dealers’ association in 
Chicago, this group hires “shoppers” to 
find out who is keeping in line and 
who is jumping the traces from time to 
ete Adequate Wiring seems 
destined to follow closely in the foot 
steps of its predecessor, Better Light- 
Better Sight. The lighting campaign 
has enjoyed the cooperation of all 
branches of the industry and apparently 
the industry plans to put over Adequate 
Wiring in the same manner. It is en- 
couraging to see how well the Handbook 
has been accepted and used, also the 
heavy barrage of publicity in newspa- 
pers, general magazines and trade pa- 
pers. It seems that billboards and radio 
plugs could do valuab‘'e jobs in fur- 
thering the movement .... “This 
Week,” a syndicated magazine which 
appears in many newspapers throughout 
the country, recently carried a picture 
story by Eloise Davison called, “En- 
joy The Great Outdoors.” Illustrated 
with interesting action pictures and cap- 
tions were an electric roaster, a reel 
cord, electrified “bug trap,” an outdoor 
outlet and an electric warming oven. 
The story was in the language of the 
layman and probably “sold” thousands 
of readers on these electrical devices. 
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VENTILATING FANS 


If you are not handling Signal Vent 
Fans, investigate this popular line 
at once. The reason? Guaranteed 
quality at prices that return you 
a satisfactory profit. Here’s a com- 
plete line that’s easy to sell and 
stays sold. Bucket Blade and Flat 
Blade Fans, Automatic Shutters, 
Switches and kitchen fans, adjust- 
able or built-in types. Write for 
complete information and prices. 


Signal Electric Mfg. Co. 
Menominee, Michigan, U. S. A. 


OFFICES IN PRINCIPAL CITIES 























Use the 


BUYERS 
REFERENCE 
NUMBER 


OF 


ELECTRICAL CONTRACTING 
to find out 
WHAT TO BUY 
and 
WHO MAKES IT 




















Bias Tapes with 
PLENTY OF STRETCH! 


HEY fit snugly into all corners and 

crevices. Their exceptional flexibility and 
tensile strength are due to an Acme-de- 
veloped process of applying pure vegetable 
oil varnishes of Acme formula to highest 
grade cotton fabrics. Offered in bias or 
straight tapes, and in rolls up to 36” wide 
—yellow or black. Samples if requested. 


The Acme Wire Co., New Haven, Conn. 


Acme Wire Products 


VARNISHED INSULATIONS MAGNET WIRE 
COILS—CAPACITORS 











SIMPLE, ISN’T IT? 





SOLDERLESS CONNECTOR 


NOTICE: The triangular wedge formed by 

the tang and V-bottom collar 

which forces the wire into a soli 

mesh— 

NO set-screw contact... 

NO flattening or separating of 
wires... 

NO limitation to one size wire . 

NO shearing effect whatsoever . . 

NO special tools required to 
make connection . . . 


NO need for you to search any longer for the PERFECT 
Selderless Connector—WE HAVE IT! 








Ilsco solder lugs show the size of the largest 
wire they will take. 





FREE—A large display board, 
containing mounted samples of 
ILSCO lugs. Sent upon request. 











ILSCO COPPER TUBE & PRODUCTS, INC. 
5629 Madison Road, Cincinnati, Ohio | 





Pe 
Fe 


WE PRESENT W. M. Bates and R. E. 
Olsen of the Graybar house at Provi- 
dence, R. I. Bates is service supervisor 
and Olsen is a member of that depart- 
ment. Incidentally, the former gentle- 
man is quite a window dresser to which 
the photographer can testify. His win- 
dows are attractive and timed for the 
S€asons. 











CLASSIFIED ADS 





Rates: Fifty words or less, one inser- 
tion $2.00, additional words two cents 
each. Payment in advance is required 
for advertising in this column. 


Lines Wanted 


Manufacturers Agent, calling on elec- 
trical and hardware jobbers, also manu- 
facturers in New England, wants one or 
two additional non-conflicting lines. Now 
carrying line of wiring devices, also stage 
lighting equipment. Would like glass, fix- 
tures, wiring or fittings. Will exchange 
correspondence. Address P.O. Box 63, 
Roslindale Sta.. Boston, Mass. 








OLD TIMER. Not in years, but in ex- 
perience is Walter J. Donnelly. Walter 
is treasurer of the Union Equipment & 


Supply Co., Providence. He is well 
known to the electrical men of that ter- 
ritory for he has been in the game for 
the past 30 years. His firm specializes 
on contractors and industrials. 
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TIME SWITCH 
LINE 


HIGH CAPACITY 
ACCURACY 
ECONOMICAL OPERATION 
EASILY INSTALLED 
UNDERWRITERS’ APPROVED 
SIMPLE IN CONSTRUCTION 
REASONABLY PRICED 





Some of the reasons 
why demand 
continues to grow 


This is the line that is making 


time switch selling time pay 





wholesalers more in profit. Here | 
is a complete line that offers 
the user many advantages and 


builds sales. Write for com- 








plete descriptive literature. 


NRE MRE 











RELIANCE AUTOMATIC — 


LIGHTING CO. 
1911 MEAD ST. RACINE, WIS. 


ee 
73 





































You carry Only 
3 Sizes of lugs— 


instead of 17—to take the complete 
range of wire and cable sizes from No. 
6 solid to 500,000 c.m. 
A truly “universal” lug, because each 
size can be used for a wide range of 
wire and cable sizes. 


The 
and easiest connection — 
that it’s possible to make, and it is— 


















Permanent. 
Positive pressure on 
the conductor, without any danger of 
failure. Will not loosen, as the tongue 
is self-locking. 





For quicker 
and more convenient 

connections —that are permanent — 
use 





PENN-UNION 
E-Z TERMINAL LUGS 


Like every other Penn-Union fitting, 
the E-Z is accurately designed—thor- 
oughly tested—DEPENDABLE. 


Penn-Union fittings are preferred by 
leading utility companies and “indus- 
trials.” For every type of connection, 
any combination of tube, bar, wire, and 
cable. More than 6,200 items. 


Sold by leading jobbers 


PENN-UNION 


ELECTRIC CORPORATION 
ERIE,PA. | 
You'll find it in the complete line— 


UNION 


Conductor Fittings 


74 
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DISTRIBUTOR 


Wanted for 
HIGH WATTAGE 
LAMPS 


distribute lamps used in motion 
picture industry; also projec- 
tion, spotlight, floodlight, air- 
port, airplane and general serv- 
ice lamps. Must be financially 
responsible firm with good refer- 
ences. Box No. 90, Electrical 
Wholesaling. 


330 West 42 St. 
New York, N. Y. 


l~ SHERMAN “7 
SOLDERLESS LUGS 



























Send for Trade 
Bulletin No. 15 





Patented 


@ Screw can’t come out—no loose parts 
—rigid assembly—easy and quick to use 
—no special tools required. 








H. B. SHERMAN BATTLE CREEK 
MFG. CO. MICH. 
ane 























New Federal No. 30 Horn 


With Directional Projector 


€@ For large plants 
and yards everywhere. 
Projects sounds in 
>a directions. 


last a life time. 
No, 30 Horn 


New Federal No.30-A 


With Grille Front 


@ Same as No. 30 
except for grille. Spe- 
cial steel diaphragm. 
Ask about 
New 
Industrial 
Bulletin No. 57, 
FEDERAL ELECTRIC CO. 
8758 So. State Street 
Chicago, Ulinois 





THE 
‘ 
ORIGINAL | | 


By mas EY 


W104 


i’, 
SOLDERING | SOLDERING PASIC 
PASTE —_ 





A uniformly good paste, that has 37 
years of success behind it, is the right 
one to carry. Burnley’s has a fine repu- 
tation and costs no more. Stock it with 
confidence—it’s approved by Under- 
writers’ Laboratories. 


Burnley Battery & Mfg. Co., 





North East, Pa. 
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